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Veterans  Day  1997: 
American  Women  in 
the  Military 

from  a speech  by  LTC  Kathie 
Hightower,  USAR 

Today  we  continue  a tradition  that 
began  on  Nov.  11,  1919,  one  year  af- 
ter the  end  of  World  War  One.  Presi- 
dent Woodrow  Wilson  proclaimed 
that  each  November  1 1 was  to  be 
commemorated  as  “Armistice  Day,”  a 
day  of  remembrance  to  honor  the 
1 16,000  Americans  who  died  in  the 
World  War.  In  1954,  Armistice  Day 
was  redesignated  “Veterans  Day.” 
With  the  new  name,  the  observance 
was  given  a broader  scope:  to  honor 
all  American  veterans,  living  and 
dead,  in  whatever  war  or  period  of 
peace  they  served. 

This  year,  it  seems  appropriate  that 
we  focus  special  attention  on  our 
women  veterans.  On  Oct.  18,  we 
dedicated  the  Women  in  Military 
Service  for  America  Memorial  at  Ar- 
lington National  Cemetery. 

The  memorial  is  meant  to  honor 
women  for  their  many  contributions 
to  the  defense  of  our  nation,  to  the 
protection  of  our  freedoms  — de- 
spite the  many  barriers  they  had  to 
overcome  to  do  so. 

Let’s  look  at  the  barriers  they  had 
to  overcome  — starting  as  far  back  as 
the  American  Revolution.  Women 
were  not  allowed  to  join  the  Conti- 


nental Army,  so  they  worked  as 
nurses,  laundresses,  cooks  and  spies. 
Some  of  them  disguised  themselves 
as  men  in  order  to  fight.  Deborah 
Sampson,  disguised  as  a man,  en- 
listed and  served  for  three  years  in 
the  Revolutionary  army.  Injured 
twice,  she  treated  her  own  wounds 
to  escape  detection.  When  she  fell 
sick  with  fever  and  was  treated  by  a 
doctor,  she  was  finally  found  out. 
Other  women,  like  Molly  Pitcher  and 
Margaret  Corbin,  served  as  water 
bearers  for  the  artillery  These 
women,  when  their  husbands  fell  in 
battle,  both  stepped  in  to  take  over 
their  weapons  and  keep  fighting. 

During  World  War  One,  women 
were  allowed  to  enlist,  for  the  first 
time,  in  the  US  military.  Over 
12,000  of  them  served  stateside, 
“freeing  a man  to  fight.”  Over  230 
bilingual  women  served  overseas  as 
telephone  operators  with  the  US 
Army  Signal  Corps. 

During  World  War  Two,  approxi- 
mately 400,000  American  military 
women  served  stateside  and  overseas. 
They  served  in  every  theater  of  the 
war  and  in  many  nontraditional 
roles.  Many  joined  against  the  wishes 
of  their  families  and  communities  — 
as  well  as  the  wishes  of  many  of  their 
male  counterparts. 

Even  though  the  military  asked  for 
their  service,  women  did  not  find  it 
easy  to  sign  up.  Black  women  faced 


the  biggest  barriers.  Because  of  racial 
discrimination,  they  weren’t  even  al- 
lowed into  the  post  offices  to  pick  up 
applications  for  service.  But  in  spite 
of  the  obstacles,  they  managed  to 
join  and  serve  with  honor. 

During  World  War  Two,  87  female 
military  were  held  prisoners  of  war. 
Six  Army  nurses  lost  their  lives  dur- 
ing the  invasion  at  Anzio  beachhead. 
One  hundred  eighty-one  Wacs  died 
during  World  War  Two,  many  as  a re- 
sult of  being  in  combat  areas. 

Women  served  during  the  wars  in 
Korea  and  Vietnam,  but  it  was  the 
end  of  the  military  draff  in  1970  that 
really  opened  doors  for  women’s  serv- 
ice. In  the  era  of  the  all-volunteer 
force,  many  barriers  lifted. 

By  1980,  women  made  up  8.5  per- 
cent of  the  military.  In  1989,  770 
women  deployed  to  Panama  in  Op- 
eration Just  Cause.  In  Operation  De- 
sert Storm,  we  saw  the  largest  single 
deployment  of  women  in  US  mili- 
tary history  up  to  that  time,  and 
there  was  widespread  public  support 
for  it.  Women,  41,000  of  them, 
made  up  7 percent  of  the  US  armed 
forces  serving  in  the  Gulf. 

Today,  193,000  women  serve  in 
the  armed  forces,  comprising  13.4 
percent  of  the  total  force.  About  80 
percent  of  the  jobs  and  more  than  90 
percent  of  the  career  fields  are  open 
to  women.  They  still  face  barriers, 
but  conditions  continue  to  improve. 
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From  the  Commander 


I have  spent  the  past  several 
months  working  to  get  smarter 
about  recruiting.  I’ve  listened  to 
you  in  the  stations,  to  your  com- 
manders at  battalion  and  bri- 
gade, and  to  the  smart  folks  here 
at  the  headquarters.  I have  asked 
a lot  of  questions,  but  the  single 
most  important  question  is  one 
we  must  all  ask  ourselves:  What 
is  at  stake  if  USAREC  fails  the 
FY  98  mission? 

I know  that  you’ve  been  told  USAREC  has  never 
failed.  I’m  telling  you,  though,  that  USAREC  has  never 
yet  demonstrated  that  we  can  sustain  the  force  in  these 
times  without  benefit  of  artificiality.  Despite  heroic  ef- 
forts on  the  part  of  many  recruiters  and  leaders, 
MILPERCEN  had  to  salvage  us  for  several  years  in  a row 
by  absorbing  end  strength  reductions  and  then  recom- 
puting our  mission  numbers.  The  drawdown  is  essen- 
tially over;  so  this  year,  failure  to  recruit  the  mission 
means  an  empty  foxhole.  That’s  no  exaggeration.  You 
may  be  used  to  having  some  play  in  the  mission,  but  there 
is  no  play  this  year.  The  mission  is  the  mission. 

The  need  for  a quality  Army  is  well  understood  by 
those  of  us  in  the  Army,  but  not  necessarily  by  the 
American  citizen,  the  Congress,  or  even  by  the  Depart- 
ment of  Defense.  So  when  I ask  what  is  at  stake,  the 
answer  I come  up  with  is  that  the  Army  as  we  know  it  is 
at  stake,  and  that  the  stakes  have  not  been  higher  in  the 
24  years  of  the  all- volunteer  force. 

As  your  commander,  I must  understand  what  you  do, 
so  I have  spent  the  last  months  learning,  looking,  and 
assessing.  I have  seen  many  good  operations  and  met 
many  Great  Americans,  but  I am  disappointed  in  the 
state  of  training  across  the  command.  We  are  staffed  at 
117  percent  strength,  but  we  are  less  than  60  percent 
strength  for  recruiter-trainers.  I want  to  change  that.  I 
don’t  mean  throwing  people  in  the  job  for  the  sake  of 
numbers  — I mean  finding  the  quality  recruiters  we  need 
to  be  our  RTs.  I don’t  believe  you  can  hold  a soldier 
accountable  for  a mission  you  haven’t  trained  him  to 


perform.  We  must  look  very  closely  at  what  and  how  we 
train. 

We  have  the  enormous  potential  to  move  this  com- 
mand forward  at  this  moment  in  USAREC  history.  The 
rest  of  Army  doesn’t  necessarily  understand  what  we  do, 
but  they  need  us  to  do  it  extraordinarily  well.  In  the  rest 
of  the  Army,  the  art  of  doctrine  starts  at  the  top  (head- 
quarters) and  as  you  move  down  through  the  subordi- 
nate units,  the  art  is  refmed  into  the  science  of  how  to 
perform  individual  tasks  that  make  up  the  technical 
aspects  of  that  doctrine. 

Here  at  USAREC,  we  have  turned  that  art/science 
argument  on  its  head  — at  the  headquarters,  we  practice 
almost  pure  science  (as  we  handle  numbers  almost  exclu- 
sively), but  down  in  the  station,  recruiters  practice  an 
almost  pure  art  (as  they  convince  America’s  youth  of  the 
merits  of  an  Army  tour).  (See  diagram  below.)  And  the 
point  on  the  diagram  where  art  and  science  intersect  is 
just  about  at  the  battalion  level.  Amazingly  enough,  that 
is  right  about  where  we  think  recruiter-trainers  should 
be. 

The  schoolhouse,  with  very  few  exceptions  (and  I have 
already  discussed  some  “fixes”  for  those  exceptions  with 
the  schoolhouse  commander),  does  an  exceptional  job  of 
training  new  recruiters  in  the  basics.  And  the  most  basic 
message  of  the  basics  is  “prospect,  prospect,  prospect.” 
But  what  is  most  emphasized  in  the  field?  What  is  the 
first  question  the  first  sergeant  always  asks  you?  “How 
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many  have  you  got  on  the  floor?”  So  in  practice,  instead 
of  emphasizing  prospecting,  we  emphasize  process, 
process,  process.  I think  the  entire  command  should 
focus  on  ways  to  help  recruiters  manage  their  time  for 
prospecting  rather  than  processing. 

I say  this  because  in  my  few  short  months  here,  I have 
frequently  heard  the  MAP  used  as  the  engine  that  drives 
the  train  of  recruiting.  This  is  faulty  reasoning!  Nowhere 
on  the  MAP  does  it  say  if  you  put  100  contracts  in  at  the 
top  of  the  funnel,  gravity  takes  over,  and  eventually  a 
contract  pops  out  at  the  bottom.  It  doesn’t  work  that 
way.  The  MAP  is  a diagnostic  tool  to  describe  the  flow 
of  action  a recruiter  takes,  and  nothing  will  pop  out  at 
the  bottom  if  a recruiter  doesn’t  put  some  real  energy 
into  it.  Leaders  who  do  not  understand  the  real  meaning 
behind  the  MAP  will  never  be  able  to  find,  analyze,  and 
correct  problems  in  their  units. 

I like  to  tell  a story  about  motorpools.  Lots  of  com- 
manders out  there  don’t  understand  what  it  takes  to  keep 
vehicles  running;  that’s  what  the  motorpool  is  for.  But 
plenty  of  leaders  won’t  admit  to  not  knowing  how  to  run 
a motorpool,  so  they  come  in  and  say,  “Line  up  those 
trucks!  There,  that  looks  better.”  I don’t  want  leaders  to 
line  up  the  trucks.  I want  leaders  to  lead  and  command, 
which  means  understanding  the  business,  which  brings 
us  back  to  training. 

I want  this  command  to  look  at  the  whole  business  of 
training,  both  basic  skills  training  and  sustainment  train- 
ing. If  station  commanders  don’t  have  time  to  conduct 
DPRs  on  every  recruiter  every  day,  who  will  be  able  to 
understand  where  a recruiter’s  systemic  weakness  is? 
Who  should  do  that  training? 


Suppose  a company  com- 
mander wants  to  make  mis- 
sion and  follows  the  number 
magic  of  USAREC  and  says, 

“Okay,  we  need  x contracts;  so 
reading  the  MAP,  we  need  y 
contacts,  so  x times  y equals  z, 
divided  by  the  number  of  re- 
cruiters I’ve  got,  so  humma 
humma  humma,  I want  every 
recruiter  to  sit  on  the  phone 
and  make  100  calls  an  hour  all 
day  on  Thursday.  That  way 
we’ll  guarantee  mission  box!” 

Does  that  captain  truly  under- 
stand the  MAP,  or  does  that 
captain  want  to  be  able  to  say, 

“I  lined  up  the  trucks  in  the 
motorpool,  sir!” 

Let  there  be  no  misunder- 
standing — I don’t  want  the 
trucks  lined  up  in  the  motor- 
pool. 

I absolutely  believe  in  the  MAP.  It  exists,  whether  we 
write  it  down  or  not.  There  is  a relationship  in  the 
numbers,  but  we  should  look  at  the  MAP  as  a time-utili- 
zation tool.  Rather  than  the  funnel  you’ve  all  seen  in  the 
past,  I’d  rather  think  of  the  MAP  as  a pump  station, 
where  every  recruiter  is  expending  some  energy  to  make 
those  contracts  happen. 

I have  also  observed  a difference  between  very  high 
and  very  low  producers,  and  that  difference  is  this:  High 
producing  recruiters  don’t  do  the  same  things  better 
(than  low  producers),  they  do  different  things.  For  exam- 
ple, they  don’t  start  out  the  month  to  make  1 . 1 contracts 
— they  set  out  to  make  multiple  contracts.  The  high 
producer  never  stops  prospecting,  the  low  producer 
stops  prospecting  to  process.  The  process  becomes  his 
excuse,  especially  if  his  one  prospect  falls  out  late  in  the 
month.  “Gee,  I was  concentrating  on  Joey....” 

A short  story:  I was  in  one  station  where  all  the 
recruiters  were  lined  up  waiting  for  my  visit;  they  all  had 
“CG  visit”  written  in  their  daily  planning  guides,  all 
except  one  recruiter.  The  station  commander  apologized 
that  Jimmy  Brown  was  not  there  for  my  visit.  Where  was 
he?  This  recruiter  is  what  you’d  call  a “superstar,”  and  he 
was  out  on  an  appointment  — he  didn’t  have  time  for 
the  CG’s  visit!  He  was  in  charge  of  his  time.  He  had  a 
plan  and  he  was  following  that  plan.  God  bless  Sergeant 
Jimmy  Brown.  He  doesn’t  need  a lot  of  help  from  me, 
although  I’d  like  to  talk  to  him  sometime,  at  his  conven- 
ience, of  course. 


High  producing 
recruiters  don’t 
do  the  same 
things  better, 
they  do  differ- 
ent things . . . . 
The  high  pro- 
ducer never 
stops  prospect- 
ing, the  low  pro- 
ducer stops 
prospecting  to 
process . 
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Happv 

Thanksgiving! 
Nov.  27 


Medallions 

The  following  recruiters  have  earned 
their  Morrell  Medallions,  but  were  not 
previously  mentioned  in  Salutes: 

Baltimore 
SSG  Keith  A.  Mitsch 
SFC  Donnette  Mills 
SFC  Ulysses  Washington 

Columbia 
SFC  Jerry  Bowers 
SSG  John  Runyon 

Dallas 

SFC  George  K.  Stafford 

Great  Lakes 
SFC  Cynthia  Wymer 
SFC  Dale  Jones 
Los  Angeles 
SFC  Clemon  S.  Segura 
New  England 
SFC  Shawn  Coyle 

New  Orleans 
SFC  Ernest  Robinson 

New  York  City 
SFC  Emerson  G.  Graham,  Jr. 

SFC  Joseph  F.  Rappise 
SFC  James  Gimborys 
SFC  Anthony  Jeffrey 
SSG  Kyle  Jenkins 
SFC  Mariano  Amaro-Lugo 
Pittsburgh 
SFC  Timothy  McCall 
Portland 

SFC  Shari  L.  Croom 
SFC  Steven  L.  Eckols 
SFC  Eugene  W Pereira 
SFC  William  J.  Jewsbury 
Raleigh 

SFC  Leroy  E.  Wells 
San  Antonio 
SFC  Shawn  Brown 
Southern  California 
SFC  Leroan  Hunter 


SSG  Augustine  Avilucea 
SFC  Larry  G.  Moore 
Syracuse 

SFC  Matthew  A.  Fullerton 
SFC  Alan  Jenks 

Tampa 

SSG  Gregory  T.  Kerr 
Special  Forces 
SFC  Robert  Pixley 
SFC  Robert  Savoy 

6TH  AMEDD 

SFC  Terrance  J.  White 


Correction 

A September  Field  File  listed  two  ser- 
geants in  Atlanta  Battalion  as  the  “only” 
recruiter-brothers  in  USAREC.  Shame 
on  us  — we  have  since  heard  from  SSG 
Patrick  A.  McBride,  Myrtle  Beach  RS 
(Columbia  Battalion),  to  say  that  he  and 
his  brother,  SSG  Mickey  Leon  McBride, 
Spring  Lake  (N.C.)  RS  (Raleigh  Battal- 
ion), are  also  recruiter-brothers.  Thanks 
for  correcting  the  record! 


Celebrate  National 
Military  Family 
Week,  Nov.  23-30 


Story  ideas? 

E-mail  RJ  suggestions  or  comments 
to:  welkerk@usarec.army.mil. 


Army  paratroopers  succeed, 
'Golden-Knight  style,'  at  world 
competition 

by  SSG  Ken  Kassens  and 
SSG  Keith  Richardson 

FORT  BRAGG,  N.C.  (Army  News 
Service,  Oct.  1,  1997)  — Things  to 
do:  1)  Break  four  world  records;  2)  Cap- 
ture the  gold  medal;  3)  Win  the  world 
championship  for  a sixth  consecutive 
time.  This  is  a laundry  list  for  success, 
Golden-Knight  style. 

Members  of  the  US  Army  Parachute 
Team,  The  Golden  Knights,  placed  first 
at  the  World  Formation  Skydiving 
Championships  held  Sept.  14-19  in 
Efes,  Turkey. 

Representing  the  United  States,  the 
Golden  Knights  Free-Fall  Formation 
Team  beat  out  highly-touted  teams  from 
Russia,  France,  Germany  and  several 
other  European  nations  to  capture  the 
gold  medal  in  the  biennial  event.  The  vic- 
tory makes  the  Knights  the  reigning 
world  champions  for  an  unprecedented 
12  years. 

‘T  had  complete  confidence  in  my 


Gold  medal  recruiters  met  recently  with  commanding  general,  MG  Mark  R.  Hamilton,  to  discuss 
what  it  takes  to  be  a successful  recruiter.  This  ceremony  was  the  conclusion  of  the  Olympic  Re- 
cruiting Program.  (Photo  by  Charlotte  Kisselbaugh) 
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team  going  into  this  meet,”  said  27-year- 
old  SFC  John  Hoover.  “I  was  not  really 
nervous  about  losing  ...  I wanted  to  make 
the  Army  look  as  good  as  possible.” 

The  quest  for  the  Knight’s  sixth  world 
championship  began  two  years  ago, 
when  the  team  replaced  several  veteran 
team  members. 

SFC  Charles  Brown,  37,  the  assistant 
team  leader,  said  every  team  eventually 
needs  new  members  to  rejuvenate  the 
program.  Soldiers  selected  to  join  the 
team  are  held  to  high  standards,  Brown 
said,  and  high  standards  are  the  reason 
for  the  Knight’s  success.  Team  members 
average  800  jumps  a year  while  undergo- 
ing a comprehensive  training  program 
tailored  for  skydiving  that  is  designed  to 
keep  them  in  top  physical  condition. 

This  year,  the  Knights  parlayed  a mix- 
ture of  old  and  new  “blood”  and  experi- 
ence into  a championship.  The  Knights 
set  a new  world  record  for  points  in  com- 
petition with  224,  outscoring  their  clos- 
est competitor,  the  Russian  team,  by  53 
points.  The  Knights  earned  the  best  aver- 
age for  10  rounds  of  competition  with 
22.40,  and  they  broke  their  own  world  re- 
cord of  25,  which  they  set  in  1995,  by 
scoring  30  points  in  the  fourth  round. 
Later,  in  round  eight,  the  Knights  did 
themselves  one  point  better,  scoring  3 1 
points. 

SSG  Carey  Mills,  29,  said  he  initially 
had  “butterflies”  going  into  the  first 
round.  After  that,  he  said,  his  confidence 
returned. 

“You  train  all  year  hoping  it  will  come 
together  at  this  meet,  and  ...  it  did,”  Mills 
said.  “Everyone  on  our  team  skydived 
better  (during  the  competition)  than  they 
have  [during]  their  entire  lives.  It  all 
came  together. 

“The  great  thing  about  this  meet  was 
we  were  competing  against  ourselves, 
and  we  did  it.” 

In  formation  skydiving,  eight  jumpers 
exit  the  aircraft  simultaneously  with  a 
free-fall  videographer  filming  movements 
and  formations  from  above.  The  skydiv- 
ers  form  geometric  formations  by  hold- 
ing grips  sewn  into  the  sides  of  their 
jumpsuits.  Once  one  formation  has  been 
completed,  they  release  the  grips  and  ar- 
range the  next  formation. 

The  skydivers  have  less  than  a minute 
to  complete  the  pre-determined  forma- 
tions. After  four  or  five  pre-determined 
formations  have  been  formed,  they  re- 
turn to  the  first  formation  and  repeat  the 


cycle.  One  point  is  awarded  for  every  suc- 
cessfully-completed formation. 

Formation  skydiving  has  grown  consid- 
erably in  popularity  in  recent  years 
among  skydivers,  especially  those  in 
European  countries.  Although  not  as 
well-recognized  to  the  public  as  sky  surf- 
ing or  freestyle,  formation  skydiving  has 
gained  huge  interest.  Teams  from  38 


countries  entered  this  year’s  competition. 

The  Golden  Knights  traveled  to  Perris, 
Calif.,  to  defend  their  national  tide  at  the 
US  National  Skydiving  Championship, 
held  Oct.  13-17. 

(Editor’s  Note:  Kassens  and  Richard- 
son  are  with  the  public  affairs  office,  US 
Army  Parachute  Team) 


National  American  Indian  Heritage  Month 

November  1-30 


MG  Mark  R.  Hamilton  presented  his  coin  to  Baltimore  Battalion  recruiters  who  assisted 
in  the  National  TAKE  CHARGE!  Program  press  launch  at  the  Pentagon. 
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motivated  . . . 


Keep  prospecting 


by  MSG  Raymond#  E.  Hall,  Recruiting  Operations 


s 

ports  fans,  during  the  holidays  I know  you  are  plan- 
ning to  sit  back,  relax,  and  enjoy  cruising  the  sports  chan- 
nels with  your  remote  control.  As  you  know  the  holiday 
season  presents  a special  challenge  in  the  recruiting  effort. 
When  you  put  your  remote  control  down,  take  the  time  to 
seriously  consider  prospecting. 

The  holiday  season  for  most  of  America’s  Army  means 
stand  down,  family  time,  and  possibly  some  leave,  but  for 
the  mighty  soldiers  of  the  Army  Recruiting  Command  who 
are  tasked  with  providing  the  strength,  they  must  remain 
mission  focused. 

For  us  it  is  not  over  until  the  battle  is  won,  and  winning  the 
battle  means  providing  the  Army  with  its  appropriate 
strength.  Recruiters  must  continue  to  drive  on,  no  matter 
what  the  circumstances  or  the  time  of  year. 

Prospecting  is  continuous 

Prospecting  is  a continuous  activity  all  year  long.  It  is  al- 
ways an  intrusion  when  we  call  or  contact  a prospect.  What 
we  professionals  do  is  make  sure  that  when  we  do  intrude, 
it  is  to  tell  the  Army’s  story  in  such  an  interesting  way  that 
the  prospect  does  not  mind. 

During  the  holiday  season,  prospecting  can  be  an  extremely 
stressful  and  challenging  event  for  you  and  the  prospect. 

You  must  take  care  of  your  personal  holiday  needs  as  well  as 
respect  the  prospects’  needs  to  do  the  same.  This  sensitivity 
will  keep  you  highly  motivated  and  assist  you  in  incorporat- 
ing prospecting  efforts  into  holiday  cheer. 

Your  emotions  are  running  high  during  this  season,  and  you 
have  to  distinguish  those  situations  that  you  do  not  have 
any  control  over  from  those  that  you  do.  Demands  for  pros- 
pecting may  increase  during  this  period,  but  remember  why 
you  prospect.  Your  sole  purpose  is  to  find  and  enlist  quali- 
fied young  men  and  women  into  the  US  Army  and  Army 
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Reserve.  Only  by  increased  and  effective  prospecting  can 
this  mission  be  achieved.  Stay  focused  on  the  end  results  of 
prospecting,  not  the  immediate  demands. 

Prospecting  efforts  should  include  a variety  of  lead  sources. 
These  should  encompass  but  not  be  limited  to  the  following: 

□ High  School  Lists.  In  the  event  school  lists  cannot 
be  obtained  from  the  school  administration,  or  only 
partial  lists  are  supplied,  construct  list  information 
from  the  following  sources: 

Public  domain 
Commercial  sources 

Members  of  the  Delayed  Entry  Program  (DEP)  and 
the  Delayed  Training  Program  (DTP). 

Lead  Evaluation  and  Distribution  System  (LEADS) 
leads. 

Student  Armed  Services  Vocational  Aptitude  Battery 
(ASVAB)  list. 

Unit  Referral  System 
COI  and  VIP 
Applicants 

Recruiters  from  other  sources 
School  visits 

Be  innovative! 

Assist  with  serving  food  at  a homeless  shelter. 

Volunteer  to  dress  up  as  Santa  Claus  at  local 
charitable  events. 

For  ideas  on  other  possible  lead  sources,  refer  to  USAREC 
Regulation  350-6. 

These  are  just  a few  ideas  and  lead  sources  that  are  required 
to  ensure  total  market  penetration  and  give  maximum  op- 
portunity for  recruiting  station  mission  box. 

Supporting  community  events  is  a great  way  for  you  to  ob- 
tain exposure  in  your  recruiting  area.  Prominent  people  in 
the  community  are  usually  involved  in  these  events.  Find 
out  what  is  being  sponsored  in  your  community  by  the 
American  Legion,  The  Red  Cross,  VFWj  Chamber  of  Com- 
merce and  other  organizations. 

Volunteering  can  help 

Volunteer  to  assist  them  in  anyway  that  you  can  and  be  sure 
to  attend  the  functions  in  uniform.  You  will  be  amazed  at 
the  COI  and  VIP  lists  that  you  can  develop  from  attending 
one  event.  The  real  benefit  to  you  in  helping  others  is  it  can 
make  you  feel  great  about  yourself. 

Our  discussion  so  far  has  concentrated  on  you  and  your 
market  because  you  are  not  separate.  There  is  no  reason  for 
the  fear  factor  to  enter  in  every  time  you  pick  up  the  tele- 
phone during  the  holidays.  Take  a deep  breath,  relax,  pick 
up  that  receiver  and  remember  that  the  person  on  the  other 
end  deserves  to  hear  about  Army  and  Army  Reserve  oppor- 
tunities. 


Contacting  your  market 

The  holiday  season  does  not  excuse  us  from  our  normal  re- 
quirements for  contacting  our  market.  By  the  end  of  No- 
vember, you  should  have  contacted  50  percent  of  your 
seniors.  USAR  recruiters  should  be  have  at  least  25  percent 
contact  for  those  individuals  currendy  in  high  school. 

Again,  never  forget  the  purpose  of  contacts  is  to  enlist  those 
you  contact  into  the  Army  and  Army  Reserve.  Using  the 
telephone  is  the  most  cost  effective  and  efficient  means  of  ac- 
complishing this.  Keep  in  mind  it  is  not  the  only  method  to 
accomplish  your  prospecting  goals. 

Once  you  complete  your  telephone  prospecting,  you  should 
be  motivated  enough  to  hit  the  streets  and  do  some  face-to- 
face  prospecting.  After  all,  it  is  the  holidays  and  the  cheer  is 
running  high.  Get  out  there  and  greet  some  people  and 
have  some  fun.  What!  You  did  not  know  that  telling  the 
Army’s  story  could  be  fun! 

Face-to-face  prospecting 

You  should  also  understand  that  there’s  no  right  or  wrong 
method  to  face-to-face  prospect.  It  is  an  individual  style, 
and  that  style  should  be  comfortable  to  you.  It  is  imperative 
that  you  stay  highly  motivated  and  mission  focused.  The 
whole  key  to  effective  face-to-face  prospecting  is  to  main- 
tain a positive  mental  attitude  when  you  are  out  in  your 
area. 

You  must  begin  with  a plan  and  end  by  accomplishing  that 
plan.  Make  a statement  to  yourself  verbally  and  in  writing 
what  your  prospecting  goals  are  for  that  period.  The  key  is 

you  must  not  quit  until  you  accomplish  what  you  said 
you  would. 

That  is  the  minimum  that  you  must  do.  Make  sure  your 
plan  is  concentrated  where  the  largest  segment  of  your  mar- 
ket congregate.  In  order  to  be  productive,  you  must  go 
where  ever  that  market  is. 

During  the  holidays,  that  is  shopping  malls,  toy  stores,  and 
general  market  place  areas.  It  is  essential  that  you  discipline 
yourself  to  systematically  plan  and  record  your  prospecting 
activities.  Your  planning  guide  is  a great  tool  to  use  to  ac- 
complish this.  Having  a good  plan  of  attack  before  you  start 
prospecting  (telephone  or  face-to-face)  relieves  stress  and 
anxiety. 

Remember  to  stay  positive  and  motivated  to  accomplish  the 
mission  your  Army  asked  of  you.  You  must  realize  that  your 
prospects  are  human  beings  just  like  you.  They  love  to  talk 
to  a highly  motivated,  well  informed  individual  who  has  an- 
swers to  their  questions. 

The  holidays  are  prime  time  to  spread  cheer  and  the  Army’s 
story  at  the  same  time.  While  spreading  the  good  news  and 
cruising  the  sports  channels,  don’t  forget  to  maintain  your 
PT  program.  Physical  fitness  is  the  key  to  remaining  moti- 
vated and  keeping  that  positive  mental  attitude. 

Have  a great  holiday  season  and  remember  NCOs  make  it 
happen.  HOO AH! 
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Graduate.  Tu  Puedes! 


“Graduate.  Kim  Can  Do  It.” 
— Army  recruiters,  citizens’ 
organization  team  up  to 
assist  Hispanic  youth 

by  Gerry  J.  Gilmore,  Army  News  Service 


Spanish-speaking  Army  recruiters  will  serve  as 
mentors  to  Hispanic  youth  in  the  United  States  and  Puerto 
Rico  as  part  of  a newly-established  partnership  between  US 
Army  Recruiting  Command  and  the  League  of  United 
Latin  American  Citizens  (LULAC) . The  Army’s  Hispanic 
Influencer  Alliance  program  is  designed  to  encourage  His- 
panic students  to  stay  in  school,  stay  off  drugs,  and  set  goals 
for  productive  futures.  A component  of  Recruiting  Com- 
mand’s “Take  Charge”  program,  HLA  was  officially  kicked 
off  at  an  Oct.  9 ceremony  held  at  the  National  Press  Club  in 
Washington,  DC. 

Hispanic  Americans,  the  fastest-growing  segment  of  the 
US  population,  have  established  a historic  tradition  of  ac- 
complishment within  the  US  military  However,  many 
young  Hispanics  today  cannot  qualify  for  enlistment  or 

other  Army  opportunities. 

HIA’s  theme,  “Graduate.  You 
Can  Do  It,”  addresses  the  per- 
turbing fact  that  the  current  to- 
tal drop-out  rate  among 
Hispanic  youth,  ages  16-24,  is 
3 1 percent,  the  highest  in  the  na- 
tion. To  help  combat  this  issue, 
Army  recruiters  will  visit  high 
schools  and  community  centers 
to  explain  to  Hispanic  American 
students  the  value  of  a high 
school  diploma  and  offer  encour- 
agement and  advice.  The  recruit- 
ers will  team  up  with 
educational  advisors  at  LULAC 
National  Educational  Service 
Centers  in  Chicago,  Denver, 
Houston,  Kansas  City,  Los  An- 
geles, Miami,  Philadelphia,  Phoe- 
nix, San  Francisco,  San  Antonio 


and  Puerto  Rico.  A video  tape,  brochures  and  other  materi- 
als will  be  used  to  help  deliver  HIA’s  message. 

MG  Mark  R.  Hamilton,  commanding  general  of  US 
Army  Recruiting  Command,  Fort  Knox,  Ky.,  was  one  of  sev- 
eral speakers  at  the  Press  Club  ceremony.  Other  speakers  in- 
cluded John  McLaurin  III,  deputy  assistant  Secretary  of  the 
Army  for  Manpower  and  Reserve  Affairs;  Edmundo 
DeLeon,  the  special  assistant  to  the  executive  director  for 
the  White  House  Initiative  for  Educational  Excellence  for 
Hispanics;  and  Richard  Roybal,  LULAC’s  National  Educa- 
tional Service  Centers  Executive  Director. 

“The  key  element  here  is  a pretty  simple  one,”  Hamilton 
said.  “The  United  States  Army  and  the  United  States  of 
America  have  a vested  interest  in  [maintaining]  an  educated 
young  population.  For  the  Army’s  parochial  interest,  we 
can’t  enlist  an  individual  who  is  not  drug-free  and  doesn’t 
have  a diploma  from  high  school. 

“The  themes  of  “Stay  Off  Drugs”  and  “Stay  In  School” 
are  part  of  our  vital  interest.  Obviously,  in  the  greater  con- 
text of  [national]  security,  an  educated  and  drug-free  Amer- 
ica is  important.  [The  HIA  program]  is  a win-win 
[situation] . It  allows  the  Army  the  opportunity  to  have  a 
greater  pool  of  qualified  individuals  and  at  the  same  time 
provides  for  the  kind  of  America  we  hope  to  have.” 

“There  is  nothing  as  fundamentally  important  to  our 
country  than  our  youth,”  McLaurin  said.  “They  are  what 
America  will  be  in  the  future.  Whenever  we  have  the  oppor- 
tunity to  be  a positive  influence,  we  must  do  it.  We  think 
that  the  Army’s  Hispanic  Influencer  Alliance  program  is 
such  an  opportunity. 

“The  Army  has  had  a long-standing  commitment  to  ex- 
panding educational  opportunities  for  youth.  With  our 
Army  Recruiting  Command  ‘Take  Charge’  program,  the 
Army  encourages  America’s  youth  to  stay  in  school,  stay  off 
drugs  and  take  charge  of  their  lives.  The  Hispanic  Influencer 
Alliance  program  is  another  important  piece  to  that  ‘Take 
Charge’  message  from  Recruiting  Command.  By  focusing 
on  an  at-risk  population  of  teens,  recruiters  will  team  up 
with  League  of  United  Latin  American  Citizens  educational 
service  center  counselors  in  their  efforts  to  encourage  stu- 
dents to  stay  in  school  and  graduate. 

“With  their  diverse  life  experiences,  military  personnel 
possess  an  unique  ability  to  serve  as  effective  role  models  for 
youth  by  providing  support,  encouragement,  and  by  serving 
as  living  examples  of  how  education  can  better  their  lives,” 
McLaurin  said. 


HIA’s  theme , 
a Graduate . You 
Can  Do  It/’ 
addresses  the  per- 
turbing fact  that 
the  current  total 
drop-out  rate 
among  Hispanic 
youth , ages  16-24 , 
is  31  percent , the 
highest  in  the 
nation . 
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SSG  Geronimo  A.  Rivera,  an  Army-Guard-Reserve  re- 
cruiter who  works  out  of  Garden  City,  Kan.,  was  one  of  1 1 
recruiters  who  attended  HIA’s  kick  off  ceremony  The  32- 
year-old  father  of  two  girls  and  one  boy  said  culture  and  lan- 
guage differences  can  sometimes  confuse  young  Hispanics 
in  pursuit  of  an  education  and  a career. 

Rivera  said  he  was  born  in  Juarez,  Mexico.  His  parents 
immigrated  to  the  United  States  and  settled  in  Garden  City 
when  he  was  eight  years  old,  he  said.  Consequently,  Rivera 
learned  English  “from  scratch.”  It  wasn’t  easy,  he  said,  but 
personal  perseverance  and  encouragement  from  his  parents 
helped  him  to  meet  his  goal.  After  graduating  from  high 
school,  Rivera  joined  the  Army  in  1984  and  became  a com- 
bat engineer. 

Spanish-speaking  HIA  mentors,  Rivera  said,  will  help  to 
bridge  cultural  and  language  gaps  as  they  encourage  young 
Hispanic  Americans  to  stay  in  school  and  graduate.  Along 
the  way,  some  young  people  may  also  consider  joining  the 
Army,  as  Rivera  did  13  years  ago. 

“[HIA]  is  an  excellent  program.  It’s  going  to  make  a big 
impact  on  Army  recruiting,  and  we  can  be  a viable  resource 
for  the  Hispanic  community.  This  benefits  everybody,”  he 
said. 


“I  take  pride  in  what  I’ve  done,  and  I also  take  pride  in 
having  contact  with  other  Hispanics  who  are  doing  some- 
thing to  improve  themselves. 

“I  had  ‘bumps  in  the  road.’  The  first  was  the  language  bar- 
rier. The  second  was  getting  through  school  and  graduating. 

I was  a typical  teenager  in  the  sense  that  I wasn’t  motivated 
and  had  no  idea  of  what  I wanted  to  do  with  myself. 

“However,  my  parents  did  instill  in  me  a work  ethic  and  a 
sense  of  responsibility.  So,  I looked  at  myself  and  thought, 
‘I’m  graduating  from  high  school  now.  If  I stay  home,  I’m 
going  to  be  working  in  the  beef-packing  plant.’  I respect  any- 
one who  does  that,  but  everyone  expected  me  to  do  that, 
and  that  wasn’t  what  I wanted  to  do.” 

Rivera  continued  his  civilian  education  during  his  nine 
years  on  active  duty,  and  earned  a general  studies  associate 
degree.  He  now  is  working  on  his  teaching  degree.  Rivera 
credits  the  Army  with  helping  him  to  meet  some  of  his  life’s 
goals. 

“I  got  to  see  some  of  the  world  by  going  to  Germany,” 
Rivera  said.  “The  Army  challenged  me  and  I gained  leader- 
ship abilities. 

“[And]  I never  would  have  gone  to  college  if  I hadn’t 
joined  the  military,"  he  concluded.  ^ 
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Dr  mow  where  to  go  for  Recruiter 
Pi  Items  (RPIs),  Personal  Presentation 

Item  (PPIs),  Delayed  Entry  Program  (DEP) 
awards,  and  Meals,  Ready-to-Eat  (MREs)  for 
DEP  functions?  No,  not  the  alphabet  soup 
store.  The  Recruiter  Store! 


Zina  Watts,  at  the 
Recruiter  Store,  proc- 
esses an  order. 

(Photo  by  Stuart  Stahl) 


The  Recruiter  Store 


by  Kathleen  Welker,  RJ  editor 

The  Recruiter  Store  began  its  life  as  the  RPI  Warehouse 
in  February  1994,  when  USAREC  changed  RPI  distribu- 
tion from  a St.  Louis  facility  to  buildings  and  personnel  un- 
der USAREC’s  control  at  Fort  Knox.  Immediate 
improvements  in  turn-around  time  occurred,  and  slowly 
other  products  were  added  to  the  warehouse’s  inventory. 

The  Recruiter  Store  evolved  into  a place  where  recruiters 
can  get  what  they  need  for  DEP  and  COI  functions. 

Joyce  Carter  and  Beverly  Perkins  manage  more  than 
12,000  orders  per  year,  which  totaled  more  than  19,000  car- 
tons of  materials  in  1996.  The  independent  transportation 
contractor  has  an  excellent  reputation;  of  those  19,000-plus 
cartons  shipped  in  1996,  only  two  went  astray  and  one  of 
those  was  found. 

Over  the  past  three  years,  the  RPI  Warehouse/Recruiter 
Store  has  made  constant  improvements.  The  first  was  short- 
ening the  turn-around  time  for  orders  from  three  weeks  to 
one  day  Remember  the  “bad  old  days”  when  orders  were 
sent  to  the  St.  Louis  Publications  Center,  and  you  were 
lucky  to  see  your  RPIs  before  your  tour  ended?  Today’s  or- 
der is  sent  to  the  Recruiter  Store  via  cc:Mail  or  by  phone 
and  is  filled  within  24  hours.  The  Recruiter  Store  personnel 
say  much  of  the  praise  should  go  to  the  field  force  for  help- 
ing them  solve  the  problem  of  taking  orders;  the  process  has 
been  streamlined  to  what  it  is  today. 

Status  sheets  are  distributed  every  quarter,  and  a copy  is 
shipped  in  each  carton,  as  well.  There  are  three  color-coded 
status  sheets:  medical,  retention,  and  active  duty  recruiting. 
Each  status  sheet  lists  separate  items  that  are  available  for  or- 
der. Only  items  on  these  sheets  may  be  ordered  by  the  appro- 
priate personnel. 


Note:  The  LEADS  fulfillment  house  has  unique  premiums 
and  RPIs  that  the  Recruiter  Store  does  not  stock  and  cannot  sup- 
ply. If  you  have  seen  such  items  but  cannot  find  them  on  the  Re- 
cruiter Store  Status  Sheets,  those  items  are  probably  available 
only  through  the  LEADS  system;  don’t  waste  your  efforts  trying 
to  procure  items  that  are  not  listed  on  the  status  sheets. 

The  challenge  now  is  to  master  just-in-time  inventory, 
which  ensures  adequate  stocks  of  supplies  without  excess 
storage.  This  will  require  recruiter  cooperation;  recruiters 
who  hoard  RPIs  make  the  system  inefficient  for  the  rest  of 
USAREC.  The  Recruiter  Store  personnel  are  collecting  data 
on  how  much  of  what  to  stock  so  that,  at  any  time,  there 
will  be  the  right  amounts  to  support  the  force,  but  no  out- 
of-date  materials  or  extra  boxes  taking  up  floor  space  (cost- 
ing USAREC  storage  fees).  Hoarding  hurts  those 
calculations. 

The  Recruiter  Store  personnel  are  quick  to  point  out  that 
they  will  always  support  special  events  or  emergencies,  but 
they  prefer  a once-a-month  request  from  recruiting  stations. 
With  1,550  stations,  “emergency  requisitions”  just  mean 
some  other  station’s  request  is  reprioritized,  so  please  try  to 
combine  special  orders  with  monthly  orders.  With  your  co- 
operation, the  system  is  working  well. 

The  next  challenge  for  the  Recruiting  Store  is  the  installa- 
tion of  new  software  that  will  automate  the  order  process  en- 
tirely. Orders  will  be  placed  electronically  and  received  at  the 
terminal  at  the  Recruiter  Store,  where  the  electronic  order 
form  will  be  the  only  form  necessary  for  ordering,  fulfilling, 
and  shipping.  This  improvement  is  scheduled  for  1998. 
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Take  Charge! 

— 2d  Brigade  hosts  national  in-school  launch 

and  local  disc  jockey  Chaka  Zulu,  all  participated  in  the  na- 
tional in-school  launch  of  USAREC’s  “TAKE  CHARGE!” 
program  on  Wednesday,  Sept.  24,  at  Tri-Cities  High  School 
in  East  Point,  a suburb  of  Atlanta. 

Over  500  students  filled  the  Tri-Cities  High  School  audi- 
torium to  capacity  as  each  of  the  special  guests  took  a few 
minutes  to  reinforce  the  Army’s  message  to  stay  in  school, 
stay  off  drugs,  and  “take  charge”  of  their  futures. 

SSG  Anthony  Gist,  the  recruiter  assigned  to  Tri-Cities,  re- 
ceived a rousing  round  of  applause  as  he  was  introduced  to 
the  crowd.  COL  Richard  Durden,  2d  Brigade  commander, 
and  MAJ  Gay  Cochran  and  CPT  Kate  Johnson,  USAREC 
Local  Advertising  and  Promotions  Division  (A&PA),  were 
also  on  hand  for  the  ceremony. 

Mayor  Hilliard  presented  COL  Durden  and  Dr.  Herschel 
Robinson  Jr.,  principal  of  Tri-Cities,  with  a proclamation  de- 
claring October  as  TAKE  CHARGE!  Month  in  the  city  of 
East  Point.  Dr.  Robinson  was  also  presented  an  autographed 
football  from  the  Falcons  and  an  autographed  basketball 
from  the  Hawks,  to  be  displayed  in  the  school  trophy  case. 
Each  ball  had  TAKE  CHARGE!  emblazoned  on  them  as 
well. 

Each  of  the  students  present  seemed  truly  impressed  by 
the  sports  luminaries  and  various  dignitaries  taking  part  in 
the  ceremony.  USAREC  hopes  they  were  also  inspired  to 
TAKE  CHARGE!  of  their  lives  and  be  all  they  can  be.  ^ 


Above:  Atlanta  Hawk  Alan  Henderson  signs  auto- 
graphs for  students  following  the  national  in-school 
launch  of  the  TAKE  CHARGE!  Program  at  Tri-Cities 
High  School  on  Sept.  24. 

At  left:  On  hand  for  the  national  in-school  launch  of 
the  TAKE  CHARGE!  Program  at  Tri-Cities  were  (from 
left)  East  Point  Mayor  Patsy  Jo  Hilliard  and  2d  Bri- 
gade commander,  COL  Richard  Durden. 

Next  page:  A letter  to  USAREC  from  the  Secretary  of 
Education  Richard  W.  Riley,  praising  Army  recruiting 
efforts  on  behalf  of  at-risk  students. 


Story  and  photos  by  Tony  Johnson,  2d  Brigade  A&PA 


Atlanta  Hawk  Alan  Henderson,  former  Atlanta  Falcon 
Billy  “Whites  Shoes”  Johnson,  East  Point  Mayor  Patsy  Jo 
Hilliard,  Harry  the  Hawk  (mascot  for  the  Atlanta  Hawks), 
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UNITED  STATES  DEPARTMENT  OF  EDUCATION 


THE  SECRETARY 


TAKE  CHARGE! 

U.S.  ARMY  RECRUITING  COMMAND 

September  23,  1997 


It  is  with  great  enthusiasm  that  I welcome  the  U.S.  Army  Recruiting  Command  to  the  Partnership 
for  Family  Involvement  in  Education.  I deeply  appreciate  your  commitment  to  working  to 
improve  education  for  America’s  students. 

Thirty  years  of  research  shows  that  when  family  and  community  members  are  directly  involved  in 
education,  children  achieve  better  grades  and  higher  test  scores,  have  much  higher  reading 
comprehension,  graduate  at  higher  rates,  are  more  likely  to  enroll  in  higher  education,  and  are 
better  behaved.  That  is  why  the  Department  of  Education  is  working  through  the  Partnership  to 
encourage  family  members,  business  organizations,  community  and  religious  leaders  and  all  caring 
citizens  to  unite  in  support  of  schools  in  their  communities.  And  that  is  why  efforts  like  those  of 
the  U.S.  Army  Recruiting  Command  are  so  important  as  we  strive  to  provide  America’s  students 
with  the  education  that  will  prepare  those  students  and  our  country  for  success  in  the  21st 
century. 

By  forming  partnerships  with  educators  and  schools  across  the  country,  organizations  make 
important  contributions  to  the  success  of  our  nation’s  young  people.  Today’s  students  need 
positive  role  models,  and  Army  personnel  who  display  the  traditional  military  values  of  discipline, 
hard  work  and  teamwork  can  make  excellent  mentors  for  America’s  young  people. 

Efforts  like  yours  that  encourage  students  to  stay  in  school  through  high  school  graduation,  to 
remain  drug-free,  and  to  start  thinking  carefully  about  their  future  early  in  life  are  a valuable 
service  for  those  students  and  for  American  education.  I am  grateful  for  the  work  of  the  U.S. 
Army  Recruiting  Command  and  all  other  Army  personnel  actively  supporting  education.  I look 
forward  to  continuing  to  work  with  you  to  improve  education  for  all  Americans. 


% 


600  INDEPENDENCE  AVE.,  S.W.  WASHINGTON.  D.C.  20202-0100 


Our  mission  is  to  ensure  equal  access  to  education  and  to  promote  educational  excellence  throughout  the  Nation. 
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Prime  Remote  targets 
the  field  recruiter 


By  Pearl  Ingram,  RJ  Assistant  Editor 

walk  into  the  recruiting  station  after  spending  most  of 
the  day  out  on  appointments.  You  haven ’t  been  through  the 
stack  of  paper  in  your  inbox  for  three  days.  Too  busy.  The  first 
memo  you  reach  for  announces  a TRICARE  briefing.  OK,  you 
think,  I’ve  been  hearing  about  TRICARE  for  two  years  now, 
and  nothing  in  my  health  care  situation  has  changed. 

Then,  you  see  the  word  “remote.”  Remote,  that’s  me  all  right  — 
not  an  Army  post  in  sight.  You  quickly  take  a second  look  at  the 
memo.  As  you  read  about  the  upcoming  briefing,  you  realize  that 
soon  there  will  be  health  care  for  recruiters  like  you  — the  same 
kind  of  health  care  as  all  active  duty  soldiers  have  — no  money 
from  your  own  pocket  and  no  all-day  trip  to  a military  hospital. 

Prime  Remote 

P rime  Remote  will  be  a big  plus  for  recruiters  stationed 
away  from  a military  installation,  according  to  SFC  Jeffrey 
E.  Efird,  Senior  Enlisted  Advisor  at  Ireland  Army  Commu- 
nity Hospital,  Fort  Knox,  Ky.  This  new  addition  to  TRI- 
CARE will  allow  recruiters  to  make  medical  appointments 
directly  with  their  primary  care  physician  — no  control 
number  from  the  battalion  is  needed. 

“We’re  going  down  range  so  to  speak,”  said  Efird.  He  is  cur- 
rently working  with  Patrick  Miller,  the  Prime  Remote  con- 
tract manager,  to  get  the  word  out  about  health  care  for 
soldiers  in  geographically  separate  units,  GSU,  on  the  new 
program  TRICARE  Prime  Remote. 

‘It  is  supposed  to  be  money  free,  and  it  is  also  supposed  to 
be  paper  free,”  said  Debora  Clark,  Portland  Battalion  family 
services  coordinator.  Region  11,  Washington,  Oregon,  and 
six  counties  in  Idaho  have  had  Prime  Remote  since  May 
1996. 

On  the  east  coast  in  Region  2,  which  includes  North  Caro- 
lina and  most  of  Virginia  and  Region  5 — Michigan,  Wis- 
consin, Illinois,  Indiana,  Ohio,  Kentucky,  and  most  of  West 
Virginia  — TRICARE  comes  on  line  May  1,  1998. 

“One  thing  as  far  as  our  region,”  said  Efird,  “is  that  we  are 
ahead  of  some  of  the  others  in  that  Prime  Remote  was  up 


front  in  our  contract.  Some  of  the  other  regions  had  to  go 
back  and  renegotiate  it  into  their  contract,  but  ours  is  up 
front,”  he  said. 

What  this  means  for  recruiters,  ROTC  personnel,  and  the 
active  Guard  and  Reserve  is  that  within  six  months  of  the 
date  TRICARE  Prime  comes  on  line  for  family  members, 
Prime  Remote  must  also  be  made  available  for  the  active 
duty  soldier  stationed  away  from  a military  installation. 


Prime  Remote  covers  the  active 
soldier  and  TRICARE  Prime  the 
family  member. 


TRICARE  Prime 

E fird  encourages  family  members  to  attend  all  the  brief- 
ings on  TRICARE  because,  he  says,  a lot  of  times  it  is  the 
family  members  who  deal  with  health  care  problems.  They 
are  the  ones,  said  Efird,  who  must  select  a participating  phy- 
sician, call  for  appointments,  drive  the  sick  child  to  the  doc- 
tor’s office,  and  fill  out  the  paperwork. 

“Get  the  family  involved,”  he  said.  “If  I go  to  a meeting,  un- 
less I’m  good  at  taking  meticulous  notes,  when  I try  to  go 
home  and  tell  my  family  about  something  like  this,  the  right 
questions  may  not  get  asked.” 

TRICARE  Prime  family  members  will  have  a co-payment, 
ranging  from  $6  for  a physician  office  visit  for  E-l  through 
E-4  to  $12  for  E-5  and  above.  “The  active  duty  soldier  is 
not  going  to  have  to  pay  for  medical  care  — even  if  he  is  in 
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See  web  site  www.tso.osd.mil 

a remote  site,  he  shouldn’t  have  to  pay  for  health  care,”  said 
Efird.  Under  Prime  Remote  active  duty  soldiers  have  no  co- 
payment for  an  office  visit  and  no  co-payment  for  prescrip- 
tions; however,  they  must  use  network  providers. 

“A  primary  care  physician  should  be  located  within  30  min- 
utes of  where  their  (recruiters’)  duty  assignment  is,”  said 
Efird.  The  contractor  is  responsible  for  signing  up  physi- 
cians in  each  area  where  recruiters  are  located.  “Now,  if  a sol- 
dier is  way  out  and  there’s  nothing  there  but  a gas  station 
and  a grocery  store  and  a recruiting  station,  they  may  be 
asked  to  waive  an  access  standard.” 

Snarls  and  snags  can  be  expected  during  the  start  up  stage 
of  any  new  program. 

Regions  7 and  8,  which  include  the  Kansas  City  Battalion, 
came  on  line  with  TRICARE  Prime  in  April  this  year.  “Eve- 
ryday is  an  adventure  with  TRICARE,”  said  Ruth  See,  Kan- 
sas City  Battalion  Family  Services  Coordinator.  ‘T  have 
never  spent  so  much  time  on  health  benefits  problems  since 
April.” 

Getting  the  word  out 

e gave  briefings  to  soldiers  and  family  members  for  a 
year  before  she  learned  the  mailing  address  for  claims  filing 
had  changed.  TRIWEST,  the  contractor  for  Regions  7 and 
8 had  not  provided  her  with  the  new  mailing  address  for  fil- 
ing claims.  She  says  she  gets  much  of  her  information  from 
the  TRICARE  Internet  website  at  www.ha.osd.mil,  which 
shows  changes  such  as  the  new  claims  mailing  address. 

“Mistakes  happen  and  problems  occur,  but  hopefully  slowly 
but  surely  we’ll  get  all  the  bugs  worked  out,”  said  Clark 
about  dealing  with  problems  in  Portland  Battalion. 

Along  with  the  no  co-payment  advantage  of  Prime  Remote, 
both  Remote  and  Prime  have  a TRICARE  Service  Center 
with  a 1-800  number  to  call  with  questions. 


“They  are  supposed  to  man  that  24  hours  a day,  seven  days 
a week,”  said  Efird.  If  a family  member  or  soldier  has  a ques- 
tion about  finding  a network  provider  or  about  billing,  they 
can  talk  with  a health  care  finder.  Also,  physicans  use  a 
health  care  finder  to  locate  specialists  within  the  network.  If 
a soldier  needs  a specialist,  say  a dermatologist,  the  primary 
care  physician’s  office  arranges  an  appointment  with  a der- 
matologist within  the  network.  Again,  no  cost,  no  paper- 
work for  the  soldier. 

“I  asked  around  and  picked  a doctor  similiar  to  my  age,” 
said  MSG  Chris  J.  Roche,  Portland  Battalion,  about  his 
choice  of  a primary  care  provider.  Getting  to  see  the  special- 
ist hasn’t  been  quite  so  easy  for  Roche.  He  has  been  referred 
to  two  specialists  only  to  find  both  had  dropped  out  of  the 
network.  That  hasn’t  worried  Roche  because  he  feels  as  the 
program  works  out  the  details,  it  won’t  be  that  bad. 

“Before,  I had  to  drive  to  Madigan,  a two  and  a half  hour 
drive,  said  Roche.  “Now  it’s  less  time  I have  to  take  off 
from  work.  It’s  better  than  the  old  program,  I have  to  ad- 
mit," he  said. 

Working  out  the  problems 

Direct  Care  is  still  the  only  health  care  available  locally  to 
active  duty  soldiers  in  some  areas  of  Portland  Battalion,  but 
the  contractor  is  working  on  that  problem. 

“About  three  quarters  of  the  battalion  has  Prime  Remote  or 
the  Geographical  Separated  Units  program  for  the  active 
duty  soldier,”  said  Clark. 

The  map  above  shows  implementation  dates  for  TRICARE 
Prime;  within  six  months  of  implementation  of  TRICARE 
Prime  in  an  area,  the  new  TRICARE  Prime  Remote  will  be 
implemented.  For  more  information  on  health  care  pro- 
grams in  your  area,  call  your  family  services  coordinator. 

CCI  believe  this  is  the  thing  of  the  future, ’’said  Clark,  “So 
watch  out,  guys,  it’s  coming  your  way.”^ 
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Raising  the  flag 


by  Etnilie  Howe,  RJ  staff 

“Flag”  — say  the  word  and  Americans  recall 
images  of  Old  Glory  or  checkered  flags  to  signal  the  big 
race.  In  the  world  of  recruiting,  say  the  word  flag  and  the 
response  is,  “Uh-oh,  what  kind  of  flag?”  In  last  month’s 
issue  of  RJ  (page  15),  flagging  actions  were  briefly  men- 
tioned. Let’s  focus  on  adverse  flagging  actions  and  find 
out  what  the  USAREC  Liaison  Team  can  do  to  help 
with  mission  success. 

“The  adverse  action  flags  is  an  entirely  different  animal,  be- 
cause it  can  take  a myriad  of  forms  and  shapes,”  said  SFC 
Robert  E.  Harris,  NCOIC  of  the  USAREC  Liaison  Team.  “An 
adverse  action  flag  could  be  anything  from  disciplinary  prob- 
lems, alcohol  or  drug  abuse,  or  found  to  be  nonexistent  after 
hours  of  research.” 

Harris  said  in  the  majority  of  cases  the  ad- 
verse flagging  action  cannot  be  substantiated. 

‘It’s  a frustration  to  the  field  because  regula- 
tion clearly  establishes  that  many  flags  cannot 
be  transferred.  You  can  transfer  a PT  flag  or  a weight  control 
flag  from  the  regular  Army,  and  it  follows  the  soldier  into  the 
Individual  Ready  Reserve.  But  many  types  of  flags  are  not  trans- 
ferable, and  when  the  soldier  leaves  active  duty  that  flag  is  sup- 
posed to  go  away.  Because  of  the  nature  of  the  system  and  the 
electronic  systems  that  we  use,  a lot  of  those  flags  don’t  go 
away,”  said  Harris. 

The  USAREC  Liaison  Team  and  Harris  are  located  at  the 
Army  Reserve  Personnel  Command  (AR  PERSCOM),  St. 
Louis,  Mo.  (The  center  has  recently  changed  its  name  from 
Army  Personnel  Center  to  Army  Reserve  Personnel  Command.) 

Here’s  how  an  adverse  flag  may  show  up  in  a soldier’s  data- 
base record.  A young  troop  gets  into  trouble  and  the  com- 
mander directs  that  a flag  be  placed  in  his  personnel  record  due 
to  the  ongoing  investigation.  The  flag  is  entered  into  the  Stand- 
ard Installation/Division  Personnel  System. 

When  the  soldier  is  released  from  active  duty,  the  company’s 
military  personnel  clerk  checks  the  soldier’s  Military  Personnel 
Records  File,  removes  the  nontransferable  adverse  flag  docu- 
ments, and  forwards  the  soldier’s  record  to  the  Army  Reserve 
Personnel  Command.  The  adverse  action  flagging  documents 
are  nowhere  to  be  found  in  this  soldier’s  MPRJ  — except  for 
the  forgotten  adverse  flag  entry  into  the  Standard  Installa- 
tion/Division  Personnel  System. 

“That  SIDPERS  entry  is  usually  the  one  deletion  that  his 
unit  personnel  clerk  forgot  to  do  — it’s  out  of  sight,  out  of 
mind,”  said  Harris.  “So  now  we’ve  got  a flag  that  continues  to 
float  around  in  cyberspace,  and  it  doesn’t  really  become  an  issue 
until  it  finds  a place  to  park.” 

According  to  Harris,  the  electronic  personnel  management 
systems  step  into  the  picture.  The  Total  Army  Personnel  Data- 
base is  fed  by  several  sources,  like  the  Army  Recruiting  and  Ac- 


cession Data  System,  data  from  the  training  centers,  data  from 
the  regular  Army,  and  SIDPERS.  All  that  feeds  into  the 
TAPDB  which  is  sent  into  the  Army  Reserve  Personnel  Center, 
and  this  data  source  becomes  the  Total  Army  Personnel  Data- 
base Reserve. 

“The  TAPDBR  then  is  manipulated  and  becomes  the  data  I 
use  directly  — the  Reserve  Data  Maintenance  System.  It’s  fun- 
neled,  it’s  filtered  and  sifted,  and  parts  that  are  necessary  to  cre- 
ate RDMS  are  extracted  from  the  TAPDBR  and  put  into  this 
new  format,”  said  Harris. 

He  said  the  real  problem  with  RDMS  is  that  it  is  the  “live” 
data  that  reflects  the  most  current  disposition  of  a soldier’s  ca- 
reer, but  a recent  update  to  his  RDMS  data  will  not  automat- 
ically update  the  soldier’s  personnel  data  that’s  in  the  TAPDB 
and  TAPDBR. 

Harris  said  that  oftentimes  the  systems  don’t  reflect  the  same 
data,  and  once  that  extraneous  bit  of  data  about  an  adverse  flag 
reaches  RDMS  there  is  a field  where  it  can  land.  “The  flag  nota- 
tion is  usually  vague  enough  that  we  don’t  know  who  imposed 
it  or  when  or  why  or  if  it  was  done  legitimately,”  Harris  said. 

The  next  hurdle  for  the  USAREC  Liaison  Team  is  to  pro- 
duce that  particular  soldier’s  record  to  determine  if  there  is  or  is 
not  an  adverse  flag.  According  to  Harris,  if  the  substantiating 
documents  are  nowhere  to  be  found  in  the  soldier’s  MPRJ,  it 
means  that  the  USAREC  Liaison  has  to  get  the  record  in  hand, 
spread  it  out  on  the  desk,  and  thumb  through  page  by  page 
looking  for  some  kind  of  indicator  that  this  soldier  was  really 
flagged. 

“Despite  the  fact  that  the  nontransferable  flag  is  not  legal, 
the  Army  Reserve  Personnel  Command  requires  the  liaison  to 
provide  documentation  to  them  so  that  they  can  evaluate  it  and 
make  a determination  as  to  whether  or  not  they’re  going  to  lift 
that  flag,”  Harris  said.  “IPs  a give-and-take  system,  and  lfs  far 
from  perfect.  It  works  better  than  it  used  to;  an  adverse  action 
flag  used  to  take  40  to  60  days  to  get  lifted.  Now  we  can  gener- 
ally get  flags  lifted  in  two  to  three  days.” 

Harris  pointed  that  there  are  times  when  the  data  is  too 
sparse  to  know  enough  about  the  adverse  flag.  Then  the 
USAREC  Liaison  will  head  for  the  record  stacks  to  do  some  in- 
vestigating. “For  all  intents  and  purposes,  the 
USAREC  Liaison  Team  has  made  tremendous 
progress  in  getting  adverse  flags  lifted  in  a 
timely  manner,”  he  said. 

In  the  last  year,  Harris  and  individuals  from 
the  AR  PERSCOM  have  discussed  several  ap- 
proaches to  handling  the  problem  of  adverse 
flags  and  what  actions  to  pursue.  A recent  solu- 
tion is  for  both,  the  liaison  and  an  AR  PER- 
SCOM clerk,  to  review  the  data  together  and 
decide  if  the  flag  should  be  waived.  The 
USAREC  Liaison  Team  and  AR  PERSCOM 
continue  their  search  for  better  data  manage- 
ment tools. 


ccNow  we 
can  gener- 
ally get  flags 
lifted  in  two 
to  three 
days” 

— Harris 
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The  Way  I See  It 


i 


All  "The  Way  I See  It"  forms  received  by  the  USAREC  Chief  of  Staff  are  handled  promptly.  Those  that  are  signed  and  include  a phone 
number  will  receive  a phone  call  within  48  hours  of  receipt.  Those  with  addresses  will  receive  a written  response  approximately  three 
weeks  from  receipt. 


A Recruiter  writes: 

I tried  to  enlist  an  individual  who  had 
his  US  government  Selective  Service 
Card  with  his  name,  date  of  birth,  and 
social  security  number  on  it.  It  wasn’t 

valid. 

Most  schools  and  employers  do  not 
demand  to  actually  see  an  individual’s 
social  security  number  when  they  fill 
out  paperwork.  So  why  is  it  that  we  can 
use  a high  school  transcript  or  pay  stubs 
to  verify,  but  we  can’t  use  the  Selective 
Service  Card? 

Army  guidance  counselors  should  be 
entrusted  to  use  their  judgment  when 
deciding  on  the  validity  of  documents. 

Chief  of  Staff  responds: 

Thank  you  for  your  input  to  ‘The 
Way  I See  It.”  The  bottom  line  on  the 
Selective  Service  Registration  Card  is 
that  it  is  an  official  government 
document  and  therefore  meets  the 
criteria  for  social  security  number 
verification.  Army  Regulation  601-210, 
Regular  Army  and  Army  Reserve 
Enlistment  Program,  February  28, 
1995,  paragraph  2-1  lb,  states: 

“Each  SSN  must  be  verified  by  a SSN 
card  (or  retained  portion),  IRS  Form 
W-2,  high  school  transcript,  or  other 
documents,  such  as  employment 
papers,  DD  Form  214  or  official 
government  document  that  reflects  a 
verified  SSN.” 

Guidance  counselors  must  use  sound 
judgment  when  determining  the 
validity  of  a document.  Questionable 
cases  should  always  be  referred  through 
the  chain  of  command  to  HQ 
USAREC  (Attention  RCRO-PP)  for 
final  determination. 

A Recruiter  writes: 

In  coming  into  direct  contact  with  our 
target  audience,  namely  17-24  year 
olds,  I have  found  that  our  slogan, 


“Be  All  You  Can  Be,”  is  a source  of 
ridicule.lt  is  used  most  often  by  these 
young  people  with  a definite  note  of 
sarcasm. 

As  long  as  the  old  motto  is  being 
used,  the  target  audience  will  make  fun 
of  it,  so  the  Army  is  regarded 
negatively  from  the  start. 

Chief  of  Staff  responds: 

Thank  you  for  your  suggestion  of  a 
new  slogan,  “Army.  Lead  the  Way,”  to 
replace  our  current  slogan. 

According  to  market  research,  “Army. 
Be  All  You  Can  Be.”  is  one  of  the  most 
recognized  advertising  copy  lines  in 
America.  It  has  taken  17  years  and 
millions  in  advertising  dollars  to  build 
this  name  recognition  which  is 
associated  with  a positive,  motivational 
image  for  the  Army.  As  you  have 
pointed  out,  when  a catch  phrase 
becomes  a part  of  our  pop  culture,  it 
becomes  fuel  for  satire  and  sarcasm. 
This  does  not  mean  that  that  phrase 
cannot  continue  to  be  an  effective  way 
to  publicize  a product  or  organization. 

Army  slogan  is  still  fresh 

“Be  All  You  Can  Be”  is  as  versatile 
and  as  fresh  today  as  it  was  when  first 
introduced.  Market  research  has 
revealed  no  negatives  associated  with 
its  continued  use. 

Thank  you  again  for  your 
participation  in  ‘The  Way  I See  It” 
program.  For  further  information, 
contact  Mr.  Lee  Buchschacher  at 
1-800-223-3735,  ext.  6-0160. 

A Recruiter  writes: 

I have  an  idea  that  should  be 
implemented  in  certain  areas  to  offset 
the  cost  above  VHA  in  high  cost  areas. 
Use  the  same  program  that  is  used 
overseas  — GERP.  I think  this  is  the 
proper  acronym.  Most  recruiters  do 
rent  in  high  cost  areas,  therefore,  just 
select  one  apartment,  condominium, 


or  townhouse,  to  cover  the  entire  cost 
and  place  all  recruiters  in  this  unit.  For 
the  price  of  just  BAQ,  we  would  be 
much  better  off. 

Chief  of  Staff  responds: 

The  Army  does  provide  an 
Unaccompanied  Leased  Housing 
Program  that  is  available  for  eligible 
field  recruiters.  Additionally,  we  are 
working  to  implement  a Lease  Family 
Housing  Program  to  assist  married 
personnel.  There  are  also  several  BAQ 
and  VHA  initiatives  underway  at 
DOD  level,  which  are  designed  to 
lower  the  service  member’s 
out-of-pocket  costs.  Some  of  the 
proposed  initiatives  that  will  be  phased 
in  over  the  next  few  years  are: 

• Increase  VHA  based  on  85 
percent  of  HUD’s  Fair  Market 
Rental  Value  by  Locality. 

• Combine  the  BAQ  and  VHA 
into  a single  locality- based  allow- 
ance. This  is  projected  to  be  im- 
plemented in  FY  98.  However, 
full  implementation  will  be  by 
grade  over  the  next  five  years : 

E5  -FY  98;  E6/7  - FY  99;  E8/9  - 
FY  00;  01/02/03  - FY  01;  04 
and  above  - FY  02. 

• Indexing.  This  provides  external 
data  sources  (HUD  FRM  or 
Runzheimer  — a civilian  firm 
that  specializes  in  determining 
such  things  as  average  housing 
cost  for  a particular  area  in  the 
country)  for  managing  allow- 
ances to  keep  pace  with  the  hous- 
ing cost  versus  the  current  annual 
survey  of  soldiers. 

Headquarters,  USAREC  will 
continue  to  work  this  issue  until  it’s 
resolved.  For  additional  questions, 
please  address  them  to  Mr.  Gene 
Gallon  at  1-800-223-3735, 
ext.  6-0288. 
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The  Way  I See  It 


Vision  implies  change.  Change  is  upon  us.  We  are  better  off 
to  participate  in  change  and  to  help  shape  it  than  to  be  dragged 
along  by  change.  You  can  help  shape  the  future  and  make  it  bet- 
ter. You  know  your  job  better  than  anyone.  What  are  your  ideas 
for  improving  operations?  Share  them  on  the  space  below  and 
mail  this  according  to  the  instructions  on  the  back  of  this  form, 
postage  free. 


Please  be  as  detailed  as  possible  when  citing  examples  for  im- 
provement. Recruiters,  support  staff,  and  family  members  are 
encouraged  to  use  this  space  to  voice  ideas  and  concerns.  If  you 
desire  a direct  response  to  your  comments  or  suggestions, 
please  include  your  name  and  address.  Names  are  not  required. 


Teamwork:  Working  together  as  a team,  we  can  Command.  All  forms  are  mailed  to  and  received  di- 
accomplish  more  than  working  as  individuals.  Share  rectly  by  the  USAREC  Chief  of  Staff,  Fort  Knox,  Ky. 
your  vision  for  the  future  of  the  US  Army  Recruiting 

HQ  USAREC  Fm  1825,  Rev  1 Feb  96  (Previous  editions  are  obsolete.) 
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Fold  here  second  and  secure  with  tape 


DEPARTMENT  OF  THE  ARMY 
HEADQUARTERS 

U.S.  ARMY  RECRUITING  COMMAND 
FORT  KNOX,  KY  40121-2726 


OFFICIAL  BUSINESS 


BUSINESS  REPLY  MAIL 

FIRST-CLASS  MAIL  PERMIT  IMP.  600  FORT  KIMOX  KY 
POSTAGE  WILL  BE  PAID  BY  ADDRESSEE 


NO  POSTAGE 
NECESSARY 
IF  MAILED 
IN  THE 

UNITED  STATES 


ATTN:  RCCS  (CHIEF  OF  STAFF) 
COMMANDER 

US  ARMY  RECRUITING  COMMAND 
1307  3RD  AVE 

FORT  KNOX  KY  40121-9972 


I.I..I 


Fold  here  first 


Find  it  on  the 
“. Bulletin  Board 


by  SFC  Richard  Downey,  USAREC  Training 

Just  suppose  for  a moment  that  you  could  use 
your  recruiting  station’s  computer  to  electronically  link  to  a 
vast  assortment  of  recruiting-based  information,  download 
(bring  to  your  computer  via  a telephone  line)  training  out- 
lines, lesson  plans,  and  computer  software.  Would  you  be  in- 
terested in  having  instantaneous  access  to  the  very  latest 
policy  and  production  issues? 

Impress  your  friends  and  peers  with  your  dizzying  insight 
into  the  command’s  current  areas  of  interest...  spellbind 
your  fellow  recruiters  with  timely  training  presentations. 
Sound  good?  Sound  familiar? 

Oh,  so  you’ve  already  heard  of  USAREC’s  Electronic  Bul- 
letin Board  System  (BBS)?  It’s  a seemingly  magical  elec- 
tronic resource  with  which  to  access  information,  software, 
training  and  other  myriad  tools  to  assist  your  recruiting  ef- 
fort. This  training  production  resource  available  at  the  touch 
of  a button,  24  hours  a day,  the  United  States  Army  Recruit- 
ing Command’s  BBS  is,  despite  much  talk  to  the  contrary, 
very  much  alive  and  well. 

Directed  and  maintained  by  the  Information  Manage- 
ment Directorate  (USAREC  IM),  the  BBS  is  a telecommu- 
nications facility  providing  recruiting  related  data  and 
USAREC  developed  software  programs  to  all  USAREC  per- 
sonnel. Files  are  maintained  by  respective  headquarters  direc- 
torates and  offer  dial-up  access  to  “hot  off  the  presses”  files, 
moderated  messaging,  and  a system-specific  “bulletin”  plat- 
form. An  interim  solution  during  our  migration  to  future 
network  technologies,  recruiters  can,  before  they  finish  read- 


ing this  article,  configure,  dial  and  peruse  this  system  from 
the  comfort  of  their  own  stations. 

“What  did  he  just  say?” 

The  Multimedia  Personal  Computer  (MPC  II)  issued  to 
each  recruiting  station  has  a series  of  manufacturer- installed 
software  packages.  You  may  have  noticed  Microsoft  Win- 
dows’ Notepad,  Calculator,  or  Paintbrush. 

These  accessories  comprise  an  array  of  tools  that  allow 
new  computer  users  to  accomplish  basic  personal  computer 
(PC)  tasks,  create  simple  text  documents,  manage  contacts, 
et  cetera.  Among  these  “standard  options,”  as  previously 
mentioned,  is  a software  program  entided  Terminal.  Note 
that  many  users  (i.e.,  company  leadership  teams)  may  have 
Procomm  Plus  or  any  of  a number  of  “terminal  emulation” 
programs.  The  MPC  II’s  suite  includes  WinFax;  an  excellent 
facsimile  and  telecommunications  program.  Regardless  of 
the  software  used,  these  utilities  allow  the  novice  computer 
user  to  easily  connect  his  or  her  PC  to  another  computer  by 
way  of  a modem  and  a telephone  line. 

What  do  I need? 

The  MPC  II  with  a functional  modem  connected  to  a tele- 
phone line  will  suffice.  A minimum  of  1 -megabyte  hard 
drive  disk  space  is  recommended  for  the  downloading  of 
large  text  files.  More  space,  naturally,  would  be  necessary  for 
receiving  larger  files/programs.  Modem  rates  of  2400  BPS 
and  above  are  more  than  adequate.  The  RS  MPC  II  comes 
standard  with  a 28,800  BPS  modem! 

How  do  I setup  my  system? 

Differences  in  systems  and  software  require  some  vari- 
ances in  setup  procedures.  Highlighted  here  are  three  of  the 
most  common. 

Microsoft  Terminal.  An  excellent,  but  limited,  telecom- 
munications package.  Setup  preferences  are  made  under  the 
Settings  option  in  the  Terminal  main  screen.  This  drop- 
down menu  includes  several  editors;  you  need  only  concern 
yourself  with  a simple  few. 

Phone  Number:  Type  in  the  USAREC  BBS  phone 
number  you  wish  to  dial  (1-800-367-0212). 

Terminal  Emulation:  Choose  VT-100  (ANSI). 
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Communications : 

■ Baud  Rate:  Set  at  the  highest  available  modem  speed 
(19200). 

■ Data  Bits:  8 

■ Stop  Bits:  1 

■ Parity:  None 

■ Make  sure  you  indicate  the  proper  communications 
settir  2 here  as  well  (usually  COM1). 

Procomm  Plus 

C ipany  leadership  teams  (CLT)  will  recognize  this  pro- 
gr  /i.  As  with  all  software  programs,  refer  to  the  user’s  man- 
id  for  detailed  setup  options. 

m From  the  Main  Screen,  click  on  the  Directory  icon 
on  the  default  Action  Bar  (or  press  Alt  + D). 
Procomm  Plus  will  display  the  current  dialing 
directory. 

■ Click  Add  Entry. 

■ Click  on  the  Name  field  and  type  USAREC  BBS 

■ Enter  800  in  the  Area  Code  data  field. 

■ The  Call  Type  field  is  a drop-down-list  box.  Choose 
Long  Distance. 

■ Terminal:  Choose  ANSI  BBS. 

■ Protocol:  Select  Zmodem. 

■ Baud  Rate:  You  should  be  able  to  leave  this  field  as 
Modem  Default.  This  is  because  Procomm  Plus  will 
choose  the  optimal  speed  supported  by  your  modem. 

■ As  above,  Data  Bits,  Stop  Bits  and  Parity  should  be 
set  at  8,  1,  None,  respectively. 

FaxWorks 

An  outstanding  dual-purpose  telecommunications  pack- 
age, FaxWorks,  is  available  on  all  recruiting  station  desktop 
(MPC  II)  computers. 

From  the  Windows  program  manager,  double-click  the 
FaxWorks  icon.  This  will  bring  several  options  to  the  user. 
Double-click  the  Communications  Center  icon  and  select 
the  Terminal  button. 

In  the  window  that  follows,  choose  Settings  from  the 
menu  bar.  (Ensure  “Use  modem  for  terminal”  is  checked  in 
the  drop-down  menu.)  In  the  dialogue  box  that  follows, 
edit  the  following  configuration  options: 

■ Terminal  Type:  ANSI 

■ Data  Rate:  38400 

■ Parity:  None 

■ Data  Bits:  None 

■ Stop  Bits:  1 

Exit  this  dialogue  and  return  to  the  main  menu.  Select 
Protocol  Setup  from  the  menu  bar.  Select  Zmodem  and 
click  the  Set  Default  option. 

Finally,  choose  Dialing  Directory  from  the  main  screen. 
Clicking  Add,  you  can  add  the  USAREC  BBS  as  a perma- 
nent entry.  Enter  the  following  information  and  exit: 


» Name:  USAREC  BBS 

■ Data  Number:  800-367-0212 

■ Script:  None 

■ Setup:  Default 

And  that’s  it!  The  following  is  a quick  review  of  the  neces- 
sary terminal  settings  to  get  you  online  with  USAREC’s  elec- 
tronic bulletin  board. 

■ Phone  Number:  1-800-367-0212 

■ Software  Settings:  N,8,l  with  Full  Duplex  (echo  off 
in  Procomm) 

■ Terminal  Setting:  VT-100  (ANSI) 

■ Preferred  Download  Protocol:  Zmodem 

What  if  something  goes  wrong? 

Contact  the  USAREC  Help  Desk  at  223-3735,  extension 
6-0177  to  report  system  problems.  The  BBS  is  a server  on 
the  Headquarters’  Local  Area  Network  (LAN)  and  power 
failures  often  result  in  the  modems  not  properly  initiating 
when  the  power  is  restored. 

Is  the  BBS  secure? 

The  BBS  is  a secure  data  system  with  public  bulletin  capa- 
bilities. Any  person  with  a computer,  a modem,  and  the  sys- 
tem’s phone  number  can  gain  access.  New  users  are 
prompted  at  login  to  supply  personal  information  to  include 
a User’s  Name  and  Password.  If  the  system  doesn’t  iden- 
tify you  as  a “registered”  user,  it  will  ask  if  you  wish  to  lo- 
gon as  a “new  user.”  Follow  the  prompts  to  become  a 
regular  participant.  Once  you’ve  created  a profile,  keep  the 
user  name  and  password  in  a safe  place  for  future  reference. 
Your  first  venture  into  the  BBS  will  be  limited.  Take  this 
time  to  read  the  Bulletins  (keystroke  B).  This  includes  the 
systems’  rules  of  conduct  and  a system  registry  requirement 
to  send  a message  to  the  Systems’  Operator  requesting  a se- 
curity upgrade.  Until  you  have  an  approved  account,  you 
will  be  locked  at  the  USAREC  banner  screen.  With  the  in- 
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formation  you  have  provided,  the  USAREC  IM  can  review 
and,  within  48  to  72  hours,  assign  you  registered  user  status. 

Once  you  are  an  established  user  you  will  be  able  to  login 
to  the  system  and  proceed  past  the  opening  screen  to  the 
menus  and  information  maintained  by  each  directorate. 

Then  what? 

Once  inside,  the  Bulletin  Board  is  very  “user  friendly”  All 
commands  necessary  to  navigate  the  BBS  are  presented  on- 
screen. Each  directorate  maintains  a “conference.”  You  may 
wish  to  “join”  the  Training  Directorate’s  conference,  for  ex- 
ample, and  peruse  any  of  the  nine  available  directories.  Selec- 
tions in  this  particular  conference  range  from  sales  training 
to  noncommissioned  officer  evaluation  counseling.  And 
that’s  just  one  of  the  areas  available! 

I want  this  file  (or...  “Everything  you  ever 
wanted  to  know  about  downloading,  but  were 
afraid  to  ask!”) 

Arguably  the  most  powerful  utility  of  the  BBS  is  its  abil- 
ity to  electronically  transfer  digital  files  from  one  computer 
to  another,  to  your  computer.  A download  is  not  unlike  send- 
ing or  receiving  a fax,  in  that  it  is  done  over  the  phone  line. 

From  the  Main  Menu  choose  J (for  “Join  Conference.” 
Just  touch  the  J on  your  keyboard  and  hit  Enter).  This  will 
launch  the  Available  Conferences  screen.  Select  the  direc- 
torate’s conference  of  your  choice  by  selecting  the  appropri- 
ate number  on  the  keyboard.  This  will  take  you  back  to  the 
Main  Menu,  but  you  will  now  be  “joined.”  Choosing  F 
now  (to  view  File  Listings)  will  take  you  to  your  currently 
joined  conference  menu.  Voila!  At  this  point,  simply  select 
the  directory  you  wish  to  view.  You  will  see  each  available 
file  with  an  accompanying  description. 

To  download  a file,  you  must  flag  it.  Notice  at  the  bot- 
tom of  the  screen  a series  of  options.  By  typing  F,  you  tell 
the  system  that  you  wish  to  receive  one  of  the  files  offered. 
On  the  issuance  of  this,  the  BBS  will  ask  you  to  type  the 
file’s  name.  Ensure  you  type  the  file  name  exactly  as  listed. 

You  may  “surf’  many  of  the  conferences’  file  listings.  By 
flagging  files  as  you  go,  filling  your  shopping  cart  so  to 
speak,  you  may  find  yourself  accumulating  quite  a large 
number  of  items  to  download.  Remember:  The  more  you  have 
to  download,  the  longer  your  system  will  be  tied  up. 

When  you’re  ready  to  receive  your  files,  return  to  the 
Main  Menu  and  select  D (Download  a file,).  To  this,  the 
system  will  ask  if  you  want  to  download  flagged  files.  Indi- 
cate your  choice  with  Y (yes)  or  N (no).  Regardless  of  the 
program  you  are  using,  it  is  imperative  that  users  under- 
stand a fundamental  rule  of  all  computer  usage.  Know  where 
you’re  saving  thefile(s).  You  may  be  prompted  to  select  a 
file  directory  location  or  your  client  program  may  have  a de- 
fault location.  In  either  case,  a knowledge  of  your  down- 
load’s target  location  will  save  you  much  anxiety. 

Basic  Keyboard  Navigation 

Keystrokes  necessary  to  navigate  and  download  are  pro- 
vided at  the  bottom  margin  of  each  screen.  To  choose  a com- 


mand, note  that  selections  have  ( ) around  letters  in  each 
word.  For  example,  (F)lag  or  (D)ownload,  indicate  using 
the  F or  D respectively.  Ifs  easy! 

Try  this! 

■ From  the  Main  Menu  type  J (Join  conference). 

■ From  the  next  screen  ("Available  conferences),  choose 
2 (IM)  and  hit  Enter. 

■ You  should  now  be  back  at  the  Main  Mena  (But  you 
have  “joined”  the  Information  Management 
Directorate’s  conference). 

■ By  selecting  F and  hitting  Enter,  you  are  forwarded 
to  the  IM  conference  directory  listing. 

■ Select  2 (IM-SAB  FILES)  and  hit  Enter. 

■ Hit  Enter  again  (without  any  choices)  and  you  will 
proceed  to  the  second  page  of  listings.  You  should 
now  see  a file  entitled  BBSUSER.TXT.  You  want 
this  file. 

■ Type  F (Flag)  and  hit  Enter. 

■ Type  the  file’s  name.  When  you  hit  Enter  now,  the 
system  will  check  your  request. 

■ Type  N at  the  next  prompt  to  avoid  continuing  on 
with  your  viewing  of  files.  This  will  take  you  back  to 
the  Main  Menu. 

■ Now,  by  typing  D after  being  asked  if  you  want  to 
download  flagged  files,  you  can  begin  the  download 
process. 

Note  that  the  file  you  are  downloading  is  a text  file.  Go 
into  File  Manager,  double-click  this  new  document  and 
read.  This  is  a more  highly  detailed  BBS  Users  Guide,  cour- 
tesy of  USAREC  Information  Management  Directorate. 

And  that’s  it! 

As  USAREC  heads  into  this  newfound  digital  frontier, 
take  the  time  to  take  advantage  of  the  various  resources  be- 
ing developed.  The  BBS,  while  not  new,  is  nonetheless  an 
exciting  and  utilitarian  tool  for  your  use  and  enjoyment.  J 
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Safety 
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Winter  driving  in 


USAREC  Land 


D riving  for  the  Recruiting  Command  is  challenging 
enough,  without  the  additional  headache  of  snow  and  icy 
roads.  Vehicle  accidents  and  costs  increase  during  the  winter 
months  due  to  winter  driving  hazards.  The  command  urges 
all  recruiters  to  exercise  extreme  caution  when  driving  this 
winter. 

While  roads  can  be  dangerous,  bridges  and  ramps  can  prove 
even  more  treacherous.  Bridges  and  ramps  become  icy 
much  more  quickly  than  roads,  because  bridges  and  ramps 
are  often  made  of  concrete  rather  than  asphalt.  Asphalt  re- 
tains heat  longer.  In  addition,  bridges  and  ramps  are  ex- 
posed to  weather  on  all  sides  and  do  not  have  the  earth  to 
insulate  underneath. 

There  is  a wide  temperature  variance  between  roadway  and 
bridge  surfaces.  In  the  past,  these  surface  measurements 
have  shown  a temperature  of  only  17  degrees  for  the  pave- 
ment on  a bridge,  while  asphalt  pavement  still  measured  be- 
tween 40-45  degrees.  Please  remember  to  drive  according 
to  the  pavement  conditions. 

The  following  is  a list  of  do’s  and  don’ts  to  remember  while 
driving  in  the  winter,  especially  around  snow  plows. 

What  You  Should  DO 

DO  watch  for  the  plow  truck  and  be  aware  of  the  direction 
the  plow  is  pushing  snow  before  passing  the  vehicle.  The 
plow  driver  may  not  see  you  because  he/she  is  busy 
watching  many  things. 

DO  stay  far  back  from  plow  truck  when  you  are  following 
behind  to  avoid  your  car  being  hit  by  salt,  or  even  ice  and 
snow  which  may  fall  from  the  truck.  Remember  that  plow 
drivers  cannot  see  directly  behind  the  truck. 

DO  expect  the  plow  truck  to  make  unexpected 
maneuvers  while  plowing  parking  lots  and  turn  lanes  in 
certain  areas  of  business  districts. 

DO  use  roadside  objects  as  landmarks  to  orient  yourself 
to  the  roadway. 

DO  watch  for  plow  trucks  turning  around  at  intersections. 


DO  stay  with  your  vehicle  if  you  are  stranded  and  make 
sure  to  turn  on  all  flashers  to  identify  your  disabled 
vehicle. 


DO  carry  a winter  survival  kit  while  traveling.  Your  kit 
should  include  ice  scrapers,  blankets,  jumper  cables^a 
basic  tool  kit,  a shovel,  and  traction  material 
such  as  kitty  litter. 


What  You  Should  NOT  Do 
DON’T  overdrive  your  headlights.  Best  vision  is 
usually  achieved  if  your  headlights  are  dimmed. 

DON’T  drive  through  “whiteouts”  caused  by  plowing  snow 
or  cross  winds. 


DON’T  travel  beside  a snow  plow.  The  truck  can  be 
forced  sideways  very  easily  by  the  force  of  the  snow  on 
the  plow  blade. 

DON’T  pass  two  snow  plows  working  in  tandem. 

DON’T  assume  that  the  road  appears  to  have 
good  traction.  Icy  spots  are  many  times  not  visible. 

DON’T  park  on  village  streets  overnight  between  the 
hours  of  2 a.m.  and  6 a.m.  This  is  the  time  of  day  when  a 
majority  of  snow  plow  drivers  accomplish  the  most,  very 
quickly.  Parked  cars  cause  delay  in  plowing  “your”  street. 
Snow  rhymes  with  slow  and  that’s  how  you  should  drive  in 
winter  weather!  Here  are  some  tips  from  the  USAREC 
Safety  Office  that  may  be  helpful  to  you  in  preparing  for 
winter  driving. 

Install  good  winter  tires.  Make  sure  the  tires  have 
adequate  tread.  All-weather  radials  are  usually  adequate 
for  most  winter  conditions.  However,  some  jurisdictions 
require  that  to  drive  on  their  roads,  vehicles  must  be 
equipped  with  chains  or  snow  tires  with  studs. 

Keep  a windshield  scraper  and  small  broom  for  ice  and 
snow  removal. 

Maintain  at  least  a half  tank  of  gas  during  the  winter 
season. 

Plan  long  trips  carefully. 

Listen  to  the  radio  or  call  the  state  highway  patrol 
for  the  latest  road  conditions. 

Always  travel  during  daylight  and,  if  possible,  take  at  least 
one  other  person. 

If  you  must  go  out  during  a winter  storm,  use  public 
transportation. 

Dress  warmly. 

Wear  layers  of  loose-fitting,  layered,  lightweight  clothing. 
Carry  food  and  water. 

Store  a supply  of  high  energy  “munchies”  and  several 
bottles  of  water. 

Contact  the  emergency  management  office  or  American 
Red  Cross  chapter  for  more  information  on  winter  driving. 


Winter  driving  requires  recruiters  to  be  extra  careful  and 
alert,  but  the  most  important  tip  for  winter  driving  is:  Slow 
Down  and  use  USAREC  Risk  Assessment  Worksheet  for 
Driver  Operation  (USAREC  Form  1144)  to  help  you 
manage  the  risk  associated  with  driving  a GOV  in  these  con- 
ditions. The  USAREC  Risk  Assessment  Worksheet  assists 
commanders  supervisors,  leaders,  and  recruiters  become 
more  aware  of  hazards  associated  with  the  operating  a GOV] 
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Recruiting  Market  Analysis  — Positioning 

You  For  Success 


By  MAJ  Bill  McKinnon,  Market  Division, 
USAREC  PAE 

What  is  it?  Why  do  we  do  it? 
What  impact  does  it  have  on  the 
field  recruiting  force? 

To  the  uninitiated,  a Recruiting  Mar- 
ket Analysis,  RMA,  in  progress  looks 
like  a cross  between  a busy  stock  bro- 
kerage and  a tactical  operations  cen- 
ter preparing  for  an  offensive.  A 
conference  room  full  of  map  boards, 
ringing  telephones,  and  buzzing 
notebook  computers  gives  one  the 
impression  that  some  intense  plan- 
ning is  going  on. 

In  fact,  conducting  a recruiting  mar- 
ket analysis  is  one  of  the  most  critical 
planning  activities  undertaken  by  a 
recruiting  battalion. 


The  formal  definition 
of  an  RMA  is  . . . 

A standardized.,  computer 
assisted  and  market-based 
process  to  align  sales  terri- 
tories and  distribute  the 
recruiting  force. 


It  is  a close  cousin  to  the  military  de- 
cision making  process  any  battalion, 
company  or  platoon  would  undergo 
prior  to  entering  battle.  Although  an 
RMA  does  not  result  in  a five  para- 
graph operations  order,  it  does  entail 
many  of  the  same  thought  processes. 

It  requires  a thorough  study  of  the 
physical  battlefield,  the  market, 
other  service  recruiters,  and  friendly 
forces  available.  To  those  fresh  out  of 
the  field,  this  may  bear  a faint  resem- 
blance to  the  METTT  (Mission,  En- 
emy, Terrain,  Troops  and  Time 
Available)  framework. 


The  Automated  Territory  Alignment 
System  (ATAS)  is  the  primary  tool 
used  to  conduct  the  RMA.  ATAS  is 
a USAREC  developed  application 
supported  by  the  commercial  Map- 
Info™  software  package.  It  provides 
powerful  database  management  and 
color  mapping  capabilities.  Multiple 
courses  of  action  can  be  developed 
and  war-gamed  quickly  and  easily. 

When  equipped  with  ATAS,  plastic 
overlays  and  alcohol  pens  are  things 
of  the  past.  Overlays  are  prepared 
and  stored  electronically.  ATAS  has 
all  of  the  graphical  control  measures 
necessary  to  organize  and  control  op- 
erations on  the  recruiting  battlefield. 
Schools  and  recruiting  stations  take 
the  place  of  engagement  areas  and  at- 
tack positions,  but  the  idea  is  the 
same. 

The  reports  that  form  the  bulk  of  the 
final  RMA  packet  are  generated  with 
ATAS.  Specially  developed  inter- 
active verify  routines  assist  opera- 
tions personnel  with  ensuring  the  ac- 
curacy of  the  data. 

When  are  RMAs  done? 

The  RMA  process  is  initiated  for  a 
variety  of  reasons.  In  the  past  couple 
of  years,  the  majority  of  RMAs  have 
been  command  directed  as  part  of 
changes  in  recruiter  strength.  This 
was  the  case  this  past  summer  when 


all  41  recruiting  battalions  con- 
ducted RMAs.  The  table  below 
shows  how  OPRA  strength  is  sched- 
uled to  change  over  the  next  three  fis- 
cal years.  Additionally,  OPAGR 
strength  increased  from  1,318  to 
1,358  recruiters. 

Changes  in  recruiter  assignment  on 
the  Table  of  Distribution  and  Allow- 
ances (TDA)  require  a completed 
RMA.  Therefore,  commandwide  in- 
creases in  the  field  force  tend  to  gen- 
erate a large  number  of  RMAs  to 
properly  position  both  new  recruit- 
ers and  validate  the  placement  of  pre- 
vious recruiters. 

Commandwide  strength  changes  are 
not  the  only  reasons  to  conduct  an 
RMA.  Battalions  can  initiate  an 
RMA  based  on  changing  market  fac- 
tors that  indicate  a need  to  reposi- 
tion recruiting  assets.  Examples 
include  school  openings,  base  clo- 
sures or  clear  shifts  in  the  prime  mar- 
ket. RMAs  are  not  time  sensitive. 
They  do  not  have  to  be  conducted 
annually.  A well  executed  RMA  can 
have  a considerable  shelf  life. 

Conduct  of  the  RMA 

USAREC  Regulation  601-87  gov- 
erns the  RMA  process  for  both  the 
Regular  Army  and  Army  Reserve. 
Continually  revised  based  on  field  in- 
put, this  regulation  provides  a 
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needed  framework  for  analysis.  The 
market  guidelines  established  in  UR 
601-87  are  intended  to  ensure  all  re- 
cruiting stations  have  an  equitable 
piece  of  the  market  and  therefore  an 
equitable  chance  at  success  for  the  in- 
dividual recruiter.  The  regulation  has 
a useful  checklist  designed  to  assist 
the  battalion  with  planning  and  exe- 
cuting the  RMA. 

The  RMA  process  is  complex  and  re- 
quires input  at  all  levels  from  the  in- 
dividual recruiter  to  HQ  USAREC. 
The  process  is  intended  to  be  “bot- 
tom up”  with  focus  on  the  station 
level.  Station  commanders  and  CLTs 
provide  the  detailed  leaders  recon  es- 
sential for  success.  The  close-in  intel- 
ligence they  provide  includes 
information  on  schools,  malls,  neigh- 
borhoods, traffic  patterns,  quality  of 
life  issues,  windshield  time,  and  area 
accessibility. 

The  battalion  staff  runs  the  RMA 
with  brigade  and  USAREC  staff  in 
support.  Battalion  level  staff  person- 
nel and  CLTs  devote  weeks  of  work 
to  RMA  preparation  by  validating 
databases,  confirming  ZIP  codes, 
preparing  maps,  and  developing  pro- 
posals based  on  the  commander’s 
planning  guidance. 

The  formal  part  of  the  RMA,  known 
as  the  “workweek,”  generally  begins 
with  an  inbriefing  by  the  battalion 
commander.  A clear  statement  of  the 
commander’s  intent  and  expectations 
are  critical  to  a successful  RMA.  This 
command  vision  is  as  important  to 
an  RMA  as  it  is  to  the  execution 
paragraph  in  a standard  operations 
order.  Both  provide  direction  for  all 
that  follows. 

The  workweek  continues  with  an 
analysis  of  each  company,  station  by 
station.  Manning,  past  production, 
market  share  and  penetration,  facili- 
ties, schools,  geography  and  demo- 
graphic factors  are  considered  in  the 
analysis.  Resolution  is  down  to  ZIP 
code  and  high  school  level.  Proposals 
are  briefed,  alternatives  are  war- 
gamed,  and  databases  are  updated. 
The  workweek  culminates  with  deci- 


sion briefings  to  the  battalion  and 
brigade  commanders.  Final  adjust- 
ments to  the  plan  are  made  and  the 
formal  packet  is  prepared  for  submis- 
sion. 

Staffing  the  RMA  at  HQ 
USAREC 

Completing  the  RMA  at  the  battal- 
ion is  only  the  first  step  toward  im- 
plementation. The  final  packet  is 
reviewed  by  the  Brigade  Market/Mis- 
sion Branch,  approved  by  the  bri- 
gade commander  and  then 
forwarded  to  Market  Division,  Pro- 
gram Analysis  and  Evaluation  Direc- 
torate, HQ  USAREC  for  staffing. 
Every  battalion  in  the  command  has 
a dedicated  RMA  point  of  contact  in 
Market  Division.  This  analyst  will 
travel  to  the  battalion  during  the  con- 
duct of  the  RMA  and,  working 
closely  with  brigade  level  analysts, 
provide  any  assistance  needed  to  en- 
sure a successful  product. 

When  the  final  packet  arrives  at  HQ 
USAREC,  this  same  analyst  will  per- 
form a detailed  quality  control  re- 
view on  the  data  and  supporting 
documentation.  Once  the  analyst  is 
finished  with  this  review,  he  or  she 
will  forward  the  RMA  to  the  Re- 
source Management,  Logistics,  Per- 
sonnel, Recruiting  Operations,  and 
Information  Management  Director- 
ates. The  final  implementation  step 
occurs  the  first  of  each  quarter  when 
the  data  formally  “rolls  over,”  al- 
though there  will  be  a necessary  lag 


on  some  personnel,  resource,  and  fa- 
cility actions.  For  example, 

USAREC  will  add  20  recruiting  sta- 
tions as  a result  of  the  Summer  1997 
RMAs.  The  Corps  of  Engineers  will 
require  several  months  to  locate, 
lease,  and  prepare  these  new  stations. 

RMA  training 

Market  Division  is  dedicated  to  the 
training  of  brigade  level  analysts  and 
battalion  operations  personnel.  The 
division  runs  the  two-week  Market 
Course  that  teaches  the  RMA  proc- 
ess and  provides  several  hours  of 
hands-on  ATAS  exercises.  Attendees 
meet  their  counterparts  on  the 
USAREC  staff  and  receive  valuable 
information  briefings.  CPT  Laura 
Deline,  (502)  626-0337,  is  the  Mar- 
ket Course  Director. 

In  addition,  Market  Division  sup- 
ports on-site  ATAS  training.  A one- 
week  training  session  was  completed 
with  the  5th  Recruiting  Brigade  the 
second  week  of  September  1997. 

In  conclusion 

The  keys  to  a successful  RMA  are 
prior  preparation,  involvement  by  all 
echelons,  and  a war-fighting  mental- 
ity. A well  executed  RMA  provides  a 
foundation  for  success. 

A battalion  task  force  would  not 
cross  the  line  of  departure  without  a 
well  developed  scheme  of  maneuver 
and  an  intimate  understanding  of  the 
terrain  and  enemy  in  front  of  it.  A re- 
cruiting battalion  can  do  no  less. 
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USAREC’s  New  Senior  USAR 

Adviser  and  Assistant  Chief  of 
Staff 

A hearty  USAREC  welcome  to  COL 
Patricia  M.  Forest,  the  command’s  new 
Assistant  Chief  of  Staff  and  USAREC 
Senior  United  States  Army  Reserve  Ad- 
viser. COL  Forest  is  a native  of  New 
York  City.  She  entered  the  Army  as  a cor- 
poral in  the  Women’s  Army  Corps  Col- 
lege Junior  Program  in  March  1971.  She 
graduated  from  Molloy  College  in  1972 
with  a Bachelor  of  Arts  in  Sociology  and  Education.  Upon 
graduation  she  was  commissioned  as  a Second  Lieutenant  in 
the  Women’s  Army  Corps  and  was  later  rebranched  as  an 
Adjutant  General  Corps  officer. 

COL  Forest  served  on  active  duty  in  a variety  of  assign- 
ments through  August  1978.  During  this  period  she  mar- 
ried then-captain  Jonathan  Forest  in  1975.  For  the  next 
eight  years  she  served  in  the  United  States  Army  Reserve  in 
various  personnel  assignments  including  Fort  Benjamin  Har- 
rison, Germany,  and  Fort  Leavenworth,  Kansas.  During  this 
period  her  daughter  Cheryl  was  born  in  1979  and  Elizabeth 
in  1983.  She  graduated  from  the  Command  and  General 
Staff  College  in  1982  and  earned  a Master  of  Science  in 
Business  Administration  from  Boston  University  in  1984. 

COL  Forest  re-entered  active  duty  in  the  United  States 
Army  Reserve’s  Active  Guard  Reserve  (AGR)  Program  in 
1986  and  was  assigned  to  the  National  Capital  Region. 

From  September  1986  to  August  1995,  she  served  as  AGR 
Validation  Officer,  Office  of  the  Chief  Army  Reserve;  Per- 
sonnel Policy  Integrator,  Officer  Division,  Department  of 
the  Army,  Office  of  the  Deputy  Chief  of  Staff  for  Personnel; 
Assistant  Director,  Personnel  Programs,  Office  of  the  Assis- 
tant Secretary  of  Defense  for  Reserve  Affairs  (Manpower  and 
Personnel);  and  Chief,  Personnel  Management  Division,  Of- 
fice of  the  Deputy  Chief  of  Staff  for  Personnel,  US  Army 
Reserve  Command,  Atlanta,  Georgia.  She  is  a 1996  gradu- 
ate of  the  US  Army  War  College.  On  Aug.  4,  1997,  COL 
Forest  was  assigned  as  the  Assistant  Chief  of  Staff  and  Sen- 
ior USAR  Advisor,  USAILEC  Headquarters,  Ft.  Knox,  Ky. 
COL  Forest’s  major  responsibilities  include  synchronizing 
the  efforts  of  all  staff  elements  responsible  for  the  achieve- 
ment of  all  USAR  recruiting  missions  and  maintaining  an 
effective  liaison  and  close  communication  with  the  USAR 
community.  As  a member  of  the  USAREC  Command 
Group,  she  also  works  closely  with  staff  directors  and 
recruiting  brigades  to  address  and  resolve  USAR  recruiting 
issues. 

Implementation  of  USAREC  Fm  1145,  Drug 
and  Alcohol  Testing  Acknowledgment 

As  a result  of  increased  DAT  positive  DEP/DTP  losses,  it 
has  become  apparent  that  we  may  not  be  informing  our  ap- 


plicants of  the  testing  requirements  at 
MEPS.  A review  of  the  FY  96  and  97 
DAT  loss  resulted  in  several  recommen- 
dations. One  is  the  use  of  the  USAREC 
Form  1145. 

Effective  upon  receipt  of  this  message, 
all  applicants  for  enlistment  or  appoint- 
ment will  be  required  to  sign  the 
USAREC  Form  1 145  prior  to  taking 
the  physical  examination.  We  must  em- 
phasize the  Army  policy  on  substance 
abuse.  Advise  all  applicants  who  indicate 
recent  use  of  drugs  that  they  may  not 
process  until  they  are  drug  free.  Ensure  that  when  applicants 
do  not  process  because  of  recent  drug  use  it  is  documented 
in  the  remarks  section  of  the  200  card.  Once  an  applicant 
understands  Army  policy  and  they  know  that  we  do  not  tol- 
erate substance  abuse,  you  can  advise  them  that  they  will 
not  process  if  they  have  used  marijuana  in  the  last  40  days, 
cocaine  or  other  drugs  in  the  last  7 to  10  days.  It  is  ex- 
tremely important  that  every  applicant  understands  Army 
policy  and  are  totally  free  of  drugs  prior  to  processing.  Ques- 
tion your  applicants  carefully. 

The  USAREC  Form  1145  will  be  completed  at  the  same 
time  the  medical  prescreening  is  done.  A copy  of  the  form 
will  be  maintained  in  the  recruiting  station  for  one  year  or 
until  the  applicant  enlists. 

The  Currently  in  High  School  Market 

We  are  rapidly  approaching  the  window  for  enlisting  high 
school  juniors  into  the  Alternate  Training  Program.  High 
school  juniors  can  be  accessed  180  days  prior  to  shipping  to 
initial  active  duty  for  training  (IADT),  and  most  will  be  in 
this  window  sometime  in  December.  Now  is  the  time  to  be- 
gin prospecting  in  this  market.  The  number  of  training  seats 
for  the  Alternate  Training  Program  will  be  very  limited,  ap- 
proximately 3,800  for  all  split  trainers,  and  will  be  allocated 
on  a first  come,  first  serve  basis.  Contacting,  testing  and  pre- 
paring these  juniors  now  will  give  recruiters  the  best  oppor- 
tunity to  utilize  the  limited  training  opportunities. 

USAR  Unit  Data  Folder 

The  purpose  of  USAREC  FM  1 149,  dtd  1 Oct  97, 

USAR  Unit  Data  Folder,  is  to  provide  the  Reserve  recruiter 
(or  Regular  Army  recruiter  in  their  absence),  a means  to 
document  historical  reference  of  each  of  the  USAR  units  in 
their  area.  The  unit  folder  will  assist  each  Reserve  recruiter 
in  maintaining  a solid  USAR  ownership  program  in  partner- 
ship with  their  units.  The  Unit  Data  Folder  will  help  the  re- 
cruiter provide  detailed  information  to  prospective 
applicants  about  USAR  units  in  their  area.  The  folder  pro- 
vides a systematic  method  for  compiling  essential  informa- 
tion about  each  reserve  unit.  All  areas  of  the  folder  are 
required  to  be  filled  out  with  the  exception  of  ‘Influential 
Members.”  All  entries  will  be  done  in  pencil. 
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PFC  Matt  Kemp  (front)  performs  with  the  Commanding  General's  Mounted  Color  Guard  dur- 
ing a retirement  ceremony  at  post  headquarters.  Fort  Riley,  Kan. 


Army  family  joins  up 

By  Debi  Haynie,  Portland  Battalion  A&PA 

PORTLAND,  Ore.  “I  graduated 
from  high  school  and  now  I’m  clerk- 
ing part  time  at  the  Rainbow  sta- 
tion.” 

These  are  the  words  of  Misty  Kemp 
after  she  graduated  from  high  school 
in  1992. 

Misty’s  mom,  Debi  Haynie,  has 
worked  in  Advertising  and  Public  Af- 
fairs since  1989.  Misty’s  dad  was  a 
career  soldier,  so  she  already  knew 
about  Army  life.  Misty,  not  a physi- 
cal person,  thought  eight  weeks  of 
basic  training  didn’t  appeal  to  her. 

She  did  her  homework  and  discov- 
ered that  Air  Force  Basic  Training  is 
only  six  weeks.  She  enlisted  in  the 
Air  Force  Reserve,  survived  basic 
and  then  flew  to  Lowry  Air  Force 
Base,  Denver,  Colo.,  for  advanced 
training  as  a munitions  systems  spe- 
cialist. Her  first  assignment  was  with 
the  939th  Rescue  Wing  in  Portland. 

Misty  was  taking  classes  at  Clark  Col- 
lege in  Vancouver,  Wash.,  when  she 
heard  about  the  STARR  (Specialized 
Training  for  Army  Reserve  Readi- 


ness) program  for  licensed  practical 
nurses.  In  November  1993,  she 
transferred  from  the  Air  Force  Re- 
serve to  the  Army  Reserve  and  en- 
rolled in  the  LPN  STARR  program 
at  Clark  College.  Misty  finished  the 
LPN  program  and  enrolled  in  the 
Registered  Nursing  program  at 
Clark.  Once  accepted,  she  continued 
to  go  to  school  using  her  Reserve  GI 
Bill  to  pay  for  tuition  and  books. 
Misty  graduated  from  nursing 
school  in  March  1997. 

However,  finding  a job  wasn’t  as 
easy  as  she  hoped.  She  filled  out  doz- 
ens of  applications  and  talked  to  lo- 
cal hospitals.  While  scanning  the 
want  ads,  she  noticed  several  open- 
ings at  St.  John’s  Medical  Center  in 
Longview,  Wash.  Soon  she  was 
called  in  for  an  interview.  Her  mili- 
tary history  and  experience  im- 
pressed the  Director  of  Emergency 
Services. 

Misty  was  hired  part  time  with  a 
three-month  training  period  in  the 
emergency  room  and  one  month 
later,  was  offered  full-time  employ- 
ment. She’ll  quickly  tell  you  that  it 
certainly  didn’t  hurt  having  one  of 
her  Reserve  officers  working  in  the 


same  department.  She  will  also 
quickly  tell  you  what  a difference  the 
Army  has  made  in  her  life. 

Misty  now  is  working  with  her  step- 
father, SFC  Mike  Haynie,  NCOIC, 
Northwest  Health  Care  Recruiting 
Team,  Vancouver,  Wash.,  to  com- 
plete an  application  to  commission 
as  an  Army  Nurse  Corps  officer. 

Misty’s  brother  Matthew  swore  he 
wouldn’t  follow  his  sister’s  footsteps 
and  join  the  Army.  So,  following 
graduation  in  1994,  he  enrolled  in 
classes  at  Montana  State  University. 

It  didn’t  take  long  to  learn  that  col- 
lege is  expensive  and  working  part- 
time  wasn’t  generating  enough 
money.  Matt  enlisted  in  the  Army 
for  two  years  and  got  the  Army  Col- 
lege Fund.  He  departed  for  one-stop 
unit  training  at  Fort  Knox,  Ky.,  in 
July  1995,  where  he  would  become 
an  armor  crewman.  Matt  did  well  in 
basic  training  and  was  quickly  pro- 
moted. Following  basic,  he  was  as- 
signed to  Fort  Riley,  Kan. 

Matt  wasn’t  destined  to  become  a 
tanker  right  away.  He  impressed  his 
superiors  so  much,  they  assigned 
him  to  the  headquarters  of  his  armor 
unit.  He  wanted  to  drive  tanks  and 
wasn’t  happy  with  his  assignment. 

Matt’s  a cowboy  by  nature,  so  when 
he  heard  about  the  Commanding 
General’s  Mounted  Color  Guard 
looking  for  riders,  he  quickly  signed 
up  to  try  out. 

“This  has  to  be  the  life,  Mom,”  he 
said.  “I  wear  Wranglers,  a T-shirt, 
my  cowboy  boots,  and  a baseball 
cap  to  work  everyday,  and  I get  paid 
to  ride  horses  for  the  Army.” 

Matt’s  tour  in  the  Army  is  drawing 
to  an  end  and  in  November,  he  will 
transition  from  the  active  Army  to 
the  Kansas  Army  National  Guard. 

Both  Kemp  kids  found  their  place  in 
the  Army.  Now  they’re  waiting  to 
see  whether  their  youngest  sister, 
Mandy,  will  follow  in  their  footsteps. 
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PVT  Bobbie  Smith  (right)  and  PVT  Tawnya  Kirin  join  SSG  Dave  Vogel  in  front  of  a Washing- 
ton State  National  Guard  Blackhawk.  Both  soldiers  were  on  hometown  recruiting  duty 
and  joined  Vogel,  along  with  the  110-member  Olympia  High  School  football  team,  for  an 
air-attack  photo  session  in  front  of  the  Blackhawk. 


High  school  football 
team  goes  air  attack 

Story  and  photo  by  William  Pearce,  Seattle 
Battalion  AfrPA 

LACEY,  Wash.  — As  the  sleek  Black- 
hawk helicopter  lifted  off  the  tarmac 
at  Fort  Lewis,  CW3  Teresa  Burgess 
and  CW3  Wayne  Sparks  aimed  the 
aircraft  south  towards  Olympia,  the 
Washington  State  Capitol. 

The  mission  underway,  after  months 
of  planning,  was  a direct  response  to 
an  urgent  request  from  Olympia 
High  School  for  support  to  their 
football  team  as  the  school  prepared 
for  the  new  season. 

Planning  to  dramatically  illustrate 
the  team’s  reputation  for  “air-at- 
tack,” Sharon  Markey,  an  education 
assistant  at  the  school,  called  the  Se- 
atde  Battalion  to  request  that  the 
team  be  given  the  opportunity  to  be 
photographed  in  front  of  an  Army 
helicopter. 

Contacting  SSG  Dave  Vogel  at  the 
Lacey  Station,  the  battalion  A&PA 
office  began  to  coordinate  the  mis- 
sion through  the  TAIR  program.  I 
Corps  Headquarters  Tasking  Office, 
Fort  Lewis,  directed  the  battalion  to 
the  185th  Command  Aviation  Com- 
pany, Washington  National  Guard, 
and  planning  kicked  into  high  gear. 

As  the  date  for  the  event  ap- 
proached, the  late  August  weather 
began  to  deteriorate,  but  as  the  chop- 
per lifted  off,  the  sky  cleared,  and  the 
mission  was  underway. 

Waiting  on  the  airfield  at  Olympia 
were  110  members  of  the  Olympia 
High  School  football  team,  eager 
parents  clutching  a variety  of  cam- 
eras, Sharon  Markey,  and  SSG  Vogel 
with  two  of  his  station’s  hometown 
recruiters.  Privates  Bobbi  Smith  and 
Tawnya  Kirin,  having  completed  ba- 
sic and  AIT,  were  working  at  the  La- 
cey station  prior  to  assignment  to 
their  first  duty  stations. 


As  the  Blackhawk  moved  into  a park- 
ing position  and  shut  down,  the 
team  began  to  stream  out  to  form 
up  for  the  photographs.  The  air  was 
soon  filled  with  cheers  and  yells  of  di- 
rection by  coaches  and  parents  as  the 
mass  of  uniformed  boys  began  to 
line  up  in  front  of,  beside,  and  on 
top  of  the  Blackhawk.  Soon,  all  was 
ready  and  the  cameras  began  to 
whirl,  click  and  hum  as  the  scene 
was  recorded  for  posterity. 

Players,  school  officials,  and  HRAPs 
took  turns  posing  with  the  crew,  and 
after  expressing  their  appreciation, 
the  crowd  began  to  break  up  and 
head  back  to  the  school. 

For  the  HRAPs,  a special  treat  was 
in  store.  Because  neither  had  never 
flown  in  a helicopter,  the  crew  of- 
fered them  the  opportunity  to  fly 
back  for  an  aerial  tour  of  Fort  Lewis. 
The  offer  was  eagerly  accepted,  and 
the  Blackhawk,  with  its  cargo  of  ex- 
cited young  soldiers,  raced  back 
through  the  clear  skies  to  Fort  Le- 
wis. Mission  accomplished! 


SFC  Joaquin  Rueda  fastens  the  chin  strap 
on  his  helmet  while  PV2  Johnny  Albino 
(left)  holds  the  neck  collar  as  Rueda  pre- 
pares to  compete  in  the  Mini  Grand  Prix 
race.  The  crew  from  Lancaster,  Pa.,  was 
one  of  20  teams  to  compete.  (Photo  by 
Renee  Shawn  McElveen) 
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SGT  David  Brock,  Peoria  Station,  Ariz.,  assisted  David 
Thelen  in  finding  $12,000  in  tuition  assistance  for  medical 
college.  He  explained  to  Thelen  the  unique  Army  Reserve 
STARR  program  that  provides  money  for  training  in  medical 
skills. 


A new  rising  STARR 

Story  and  photo  by  Phil  Guerrero,  Phoenix 
Battalion  AfrPA 

PEORIA,  Ariz.  — An  Army  Reserve 
program  which  helps  offset  the  cost 
of  college  for  medical  students  re- 
cently proved  helpful  to  a Phoenix 
Battalion  recruiter  and  prior  service 
recruit.  SGT  David  Brock,  Peoria 
Station,  was  able  to  enlist  David 
Thelen  based  upon  this  unique  and 
somewhat  unknown  program. 

The  program,  known  as  Specialized 
Training  for  Army  Reserve  Readi- 
ness, or  STARR,  helps  the  Army  Re- 
serve maintain  readiness  by  allowing 
enlisted  soldiers  to  perform  ad- 
vanced individual  training  at  civilian 
institutions.  The  STARR  program 
helps  provide  training  in  medical 
skills  to  meet  Reserve  mobilization 
requirements.  With  an  assignment  to 
an  Army  Reserve  Training  Unit,  ap- 
plicants may  complete  training  at  a 
civilian  college  or  technical  school. 

Thelen,  of  Lansing,  Mich.,  served 
for  four  years  on  active  duty  with 
the  Air  Force  as  a munitions  handler. 


He  was  enrolled  in  the 
Apollo  Medical  Col- 
lege in  Phoenix  as  a res- 
piratory therapist 
when  he  found  out 
about  the  STARR  pro- 
gram. What  Thelen 
found  was  the  Army 
Reserve  would  cover 
$12,000  of  his 
$16,000  tuition  fees. 

By  coincidence,  Brock 
stopped  by  the 
school’s  administration 
section  just  three  days 
prior  to  Thelen  begin- 
ning his  search  for  tui- 
tion assistance.  Now, 
Thelen  will  drill  with 
the  4222nd  Army  Re- 
serve Hospital. 

Reserve  soldiers  who 
qualify  receive  tuition, 
books,  fees,  and  equip- 
ment for  technical  training,  provided 
they  meet  the  civilian  institution’s 
academic  standards.  Soldiers  must 
likewise  participate  in  scheduled  unit 
training. 

SPC  Thelen  began  drilling  with  his 
unit  in  October.  Based  upon  the 
availability  of  the  STARR  program, 
Brock  will  likewise  speak  with  the 
freshman  class  at  Apollo  College. 

“I’m  allergic  to  debt,”  said  Thelen. 
“My  father  always  taught  us  to  pay 
cash  whenever  possible,  so  the 
STARR  program  is  a perfect  fit  for 
me.  I’ll  sleep  better  at  night  knowing 
I won’t  have  that  $12,000  noose 
around  my  neck.” 

Thelen  said  that  his  medical  training 
and  the  STARR  program  were  made 
for  each  other,  and  his  family  is  fully 
supportive  of  his  enlistment. 

“This  is  a win-win  program,”  Thelen 
explained.  “I  needed  money  for  col- 
lege; the  Army  Reserve  provided 
that  money.  I’m  truly  grateful.  The 
Army  needs  medical  specialist,  and 
with  my  training.  I’ll  be  able  to  pay 
the  Army  back  over  time.” 


Besides  the  Army  Reserve’s  being  a 
great  part-time  job,  Thelen  admits 
his  Reserve  training  will  help  get  a 
good  paying  full-time  job  in  the 
Phoenix  area. 

“Respiratory  therapists  are  in  high 
demand  here  based  upon  on  the  re- 
tirement communities,”  Thelen 
said.  “I  like  the  thought  of  being 
able  to  help  people  when  they  need 
it  the  most.  I also  like  the  idea  of 
continuing  to  serve  my  country  in 
uniform.  I was  really  fortunate  to 
meet  SGT  Brock.” 


SSG  Russell  F.  Horton,  Montrose,  (Penn.), 
Station  was  among  1 1,000  Civil  War  re- 
enactors who  traveled  to  Sharpsburg, 
Md.,  to  participate  in  the  Battle  of 
Antietam  re-enactment.  The  only  re- 
minder Horton  had  of  his  recruiting  duties 
was  that  he  met  the  father  of  a young 
man  he  recruited  in  the  Army  last  year. 
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Commander’s  first  recruit 
plans  to  excel  during  basic 
training  at  Fort  Leonard,  Mo. 


CPT  James  Sprackling,  Portage  Company  commander,  (left)  and  Scott 
Leiter,  Sprackling's  first  recruit  workout  in  preparation  for  Leiter's  ba- 
sic training.  Sprackling  wants  his  first  recruit  to  excel  in  basic. 


Story  and  photo  by  Carol  Haubrich, 
Milwaukee  Battalion  AfrPA 

PORTAGE,  Wis. — Scott  Leiter,  21, 
of  Portage  has  a personal  fitness 
trainer  that  he  doesn’t  even  have  to 
pay. 

Leiter  joined  the  Army  and  his  re- 
cruiter, CPT  James  Sprackling,  Port- 
age Company  commander,  has  taken 
a personal  interest  to  ensure  Leiter 
has  his  best  chance  to  “be  all  he  can 
be”  when  he  ships  for  basic  training 
at  Fort  Leonard  Wood,  Mo.  Leiter 
will  ultimately  train  to  become  an 
Army  medic  at  Fort  Sam  Houston, 
Texas. 

Motivation  to  work  at  optimum  ca- 
pacity is  a key  teaching  point  behind 
their  morning  workouts.  Sprackling 
intends  for  Leiter  to  excel  during  ba- 
sic training,  not  just  pass. 

CT  want  Scott  to  see  that  the  Army 
rewards  excellence,”  Sprackling  said. 


“If  he’s  in  good 
physical  shape, 
he’ll  already  be 
ahead  of  his 
peers  at  basic, 
and  he  has  a 
good  chance  for 
commenda- 
tions.” 

Because  morning  workouts  yield  bet- 
ter results,  Sprackling  and  Leiter 
meet  at  6:30  a.m.  for  their  “FI” 
(physical  training)  sessions.  Sacrifice 
and  discipline  are  difficult  lessons  at 
dawn,  even  for  a seasoned  soldier 
like  Sprackling.  The  alarm  clock 
buzzing  at  6 a.m.  had  alone  never 
been  enough  to  rise  Sprackling  for 
an  early  morning  workout. 

“Knowing  Scott  is  waiting  for  me  to 
do  PT  is  my  motivation,  plus,  I’d 
like  to  get  a 300  on  the  PT  test,” 
Sprackling  said.  After  their  workout, 
they  stretch  and  talk  about  the  Army 


or  Leiter’s  job,  where  he  works  third 
shift  in  receiving.  Today,  they’re  re- 
viewing the  workout  routine  and 
have  decided  to  include  some  more 
quarter-mile  sprints. 

“The  first  one  we  did,  Scott  got  me 
on,”  Sprackling  said,  “but  he  never 
got  me  after  that.” 

“I’ll  get  you  yet,”  Scott  replied. 

That  competitive  spirit  will  serve 
Leiter  well  during  basic  training.  He 
proudly  said  that  he  is  looking  for- 
ward to  learning  leadership  skills  in 
today’s  Army.  He’s  found  a good 
teacher  in  Sprackling. 
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SSG  William  Morgan  re- 
ceives instruction  from 
cameraman  Keith  Parnell 
of  KOLR  Channel  10,  the 
CBS  affiliate  in  Springfield, 
Mo.,  before  appearing  live 
on  a local  morning  show  in 
the  Army's  newest  Adven- 
ture Van  Sept.  19.  Morgan, 
of  the  Battlefield  Station, 
Kansas  City  Battalion,  inter- 
acted with  the  Springfield 
channel's  news  hosts  and 
provided  a tour  of  the  Ad- 
venture Van  to  viewers  dur- 
ing the  morning  show.  The 
van  was  in  the  Springfield 
area  for  high  school 
shows.  (Photo  by  Julia 
Bobick) 
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1.  AR-PERSCOM  reenlistment  control  numbers  are  good  for 
of  IRR/TPU  transfers. 

a.  30  working  days 

b.  two  weeks 

c.  10  working  days 

d.  14  working  days 

2.  a Active  Duty  for  Special  Work  (ADSW)  program  is  not 

designed  to  _____ • 

a.  prospect  for  leads  and  applicants 

b.  fill  shortages  of  USAR  recruiting  personnel 

c.  increase  USAR  enlistments 

d.  promote  partnership  between  local  USAR 
troop  units. 

3.  Recruiting  station  commanders  are  required  to  ac- 
company each  of  their  recruiters  to  their  assigned  A-schools 
at  least  once  each  school  year  and  accompany  their  recruit- 
ers to  their  B-schools  if  time  permits. 

a.  True  b.  False 

4.  What  forms  is  required  for  Boy  Scout  Eagles  to  be 
awarded  an  E-2  promotion? 

a.  NSC  page  19A  (record  of  cadet 
advancement) 

b.  Boy  Scout  Eagle  certificate  (Form  58-708) 

c.  Letter  from  senior  service  instructor 
recommending  promotion  to  E-2 

d.  Local  Eagle  Scout  Council  promotion 
certificate 

5.  DEP  losses  generally  fall  into  two  categories;  they  are 
and 

a.  apathy  and  loss  of  interest 

b.  apathy  and  disqualification 

c.  medical  and  loss  of  interest 

d.  medical  and  apathy 

6.  COI/VIP  cards  (USAREC  Form  988)  will  be  filed  in  alpha- 
betical order  in of  the  PDR  filling  system. 

a.  Division  II 

b.  Division  III 

c.  Division  IV 

d.  Division  V 

7.  Moral  waivers  that  have  been  disapproved  may  be  resub- 
mitted after  a waiting  period  of  . 

a.  3 months 

b.  1 2 months 

c.  6 months 

d.  none  of  the  above 


8.  Applicants  may  take  the  ASVAB  test  while  on  probation, 
parole,  and  with  pending  charges  if  the  pending  charges  don't 
require  a waiver. 

a.  True  b.  False 

9.  Which  of  the  following  is  not  an  example  of  a trial  close  in 
the  sales  interview. 

a.  Sheila,  are  you  ready  to  be  all  you  can  be? 

b.  Rayonde,  in  your  opinion  do  you  feel  that 
being  paid  to  learn  a skill  is  a benefit  to  you? 

c.  Jean,  can  you  see  yourself  wearing  an  Army 
uniform? 

d.  Diane,  are  you  ready  to  join  the  United  States 
Army  today? 

10.  Soldiers  who  enlist  for  the  student  loan  repayment  pro- 
gram (SLRP)  are  subject  to  both  federal  and  state  income 
taxes  as  taxable  income  for  each  year  payment  is  made. 

a.  True  b.  False 

11.  Prospecting  is  broken  down  into  two  general 

categories: and . 

a.  face-to-face  and  referrals 

b.  referrals  and  telephone 

c.  face-to-face  and  telephone 

d.  none  of  the  above 

12.  Each  recruiter  is  required  to  maintain  a general  LRL  in  a 
three-ring  binder,  and  use  USAREC  Form  539  to  record  all  of 
the  walk-ins  and  call-ins. 

a.  True  b.  False 

13.  A soldier  is  in  the  Mission  Oriented  Protective  Posture 
(MOPP)  level  II.  He  is  attacked  by  chemical  agents  and  ex- 
posed to  radiological  contamination.  The  soldier  begins  the 
steps  to  decontaminate  his  skin  and  eyes,  using  the  M258A1 
Decontamination  Kit.  How  much  time  does  he  have  for  this 
process? 

a.  within  30  seconds 

b.  45  minutes  of  contamination 

c.  within  one  minute 

d.  within  one  minute  and  10  seconds 

14.  When  splinting  a suspected  fracture,  you  should  place 
swathes  directly  over  the  fracture. 

a.  True  b.  False 

15.  When  reporting  enemy  information,  you  should  remember 
which  of  the  following  acronyms? 

a.  FEBA  b.  METT-T 

c.  SALUTE  d.  SPORTS 
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BALTIMORE 

NEW  ENGLAND 

SSG  Allison  D.  Johnson 

SFC  Christopher  F.  McCann 

1SG  Gerome  Adams 

NEW  YORK  CITY 

CHICAGO 

SSG  Steve  Hugh 

SFC  Willie  R.  Garrett 

SSG  Joseph  S.  Osborne 

SFC  Robert  J.  Olson 

OKLAHOMA  CITY 

SFC  James  E.  Price 

SSG  Stephen  M.  Spies 

SFC  Cynthia  Williams 

MID-ATLANTIC 

COLUMBIA 

SFC  Carol  A.  Merritt 

SFC  Clinton  Georgie  Jr. 

PITTSBURGH 

SFC  Robert  M.  Brazzell 

SFC  Ronald  A.  Dade 

SFC  Michael  W.  Lockhart 

PHOENIX 

SSG  Linda  L.  Holland 

SSG  Frankie  Ferrio 

SSG  Randy  L.  Bailey 

SFC  Martin  M.  Arellano 

SFC  Albert  J.  Green 

SSG  Charles  S.  Brady 

COLUMBUS 

PORTLAND 

SGM  Harold  Blount 

SFC  Edward  T.  Takushi 

DENVER 

RALEIGH 

1SG  John  K.  Drysdale 

SFC  Jerry  Scudder 

SFC  Leonard  L.  Wills 

SFC  Ellis  1.  Wallace 

SFC  Sindy  D.  Barnette 

SSG  Beverly  Williams 

HARRISBURG 

SACRAMENTO 

SFC  Mark  J.  Migionico 

SSG  David  B.  Porter 

SFC  Michael  A.  Sweeney 

SFC  Robert  E.  Borden 

SFC  Nevin  E.  Salada 

SFC  Ricardo  R.  Olivares 

SFC  Dale  L.  Trester 

SFC  Ronald  E.  Turner 

HOUSTON 

SEATTLE 

SFC  Tony  Liggins 

SFC  David  Brown 

SFC  Gerald  Nosky 

SFC  Paul  L.  Godsil  Sr. 

SFC  Donny  Newcomb 

SFC  Randall  Bearss 

INDIANAPOLIS 

SOUTHERN  CALIF. 

SFC  Larry  J.  Mack 

SFC  Rick  A.  Boring 

JACKSON 

ST.  LOUIS 

SFC  Eddie  L.  Battle 

SFC  Mark  E.  Jennings 

JACKSONVILLE 

SYRACUSE 

SSG  Allen  W.  Whigham 

SFC  Timothy  G.  Newton 

SFC  Brian  J.  Hanley 

TAMPA 

MIAMI 

SFC  Jeffery  Ingram 

1SG  Carlos  Rivera 

SSG  Leon  Young 

SFC  Arrington  Fultz 

SFC  Jody  Gaddy 

1SG  Tomas  Cotto 

SPECIAL  FORCES 

MILWAUKEE 

SFC  Randolph  A.  Wallace 

SFC  Albert  J.  Ronnenberg 

2ND  AMEDD 

MINNEAPOLIS 

SFC  Michael  O'Conner 

SFC  Brian  L.  Marzolf 

SFC  William  A.  Maples 

MONTGOMERY 

3RD  AMEDD 

SFC  Ricky  Hall 

SFC  William  A.  Johnson 

SFC  Robert  Bradley 

SFC  Bruce  W.  Geigner 

SFC  Roland  Kyser 

6TH  AMEDD 

NASHVILLE 

SFC  Guy  E.  Washington 

SFC  Joseph  C.  Fuller 

SFC  William  L.  Hagen 

Mr.  Larry  Wimpee 

SFC  Larry  J.  Markham 

SSG  Marc  J.  Wahler  Sr. 

SFC  Kenneth  D.  Day 

SFC  David  Barr 

SFC  Joe  A.  Dotson 

SFC  Paul  L.  Harton 

Rings  Rings  Rings  Rings  Rings  Rings 


BALTIMORE 

MILWAUKEE 

SSG  Andre  L.  Scott 

SSG  Erik  Hoversholm 

SSG  Michael  A.  Shifflett 

SSG  Brett  V.  Culver 

SSG  John  D.  Childers 

SSG  John  R.  Kerr 

SGT  John  E.  Eline 

MONTGOMERY 

SSG  Pamela  R.  Smith 

SSG  Kenneth  Fogt 

SSG  Lindsay  G.  Streeter 

SSG  Vaniesa  Price 

SGT  Mary  Ann  Smith-Berry 

SGT  Brent  Curzon 

SFC  Cecil  T.  Ikner  Jr. 

SSG  Chauncey  Fowler 

SFC  Anthony  J.  Harrison 

NASHVILLE 

COLUMBIA 

SSG  Curt  L.  Coslet 

SFC  James  C.  Cain 

SFC  Jeffrey  W.  Fletcher 

SGT  James  A.  Harris 

SSG  William  P.  Snyder 

COLUMBUS 

NEW  ENGLAND 

SFC  Maurice  Christopher 

SSG  Robert  L.  Rothrock 

SFC  Jack  L.  Waddington 

SSG  Thomas  R.  Marshall 

1SG  Glenn  W.  Cole  Jr. 

NEW  ORLEANS 

SSG  Tracy  V.  Crawford 

SFC  Kathy  A.  Mackie 

DALLAS 

NEW  YORK  CITY 

SFC  Michael  G.  Lawler 

SFC  Robert  Stahl 

SFC  Steven  G.  Rindahl 

SSG  Celena  McCoy 

SFC  Anthony  A.  Brown 

SGT  Marlon  A.  Reyes 

SGT  Jeffery  S.  Welch 

SSG  Martin  A.  Soto 

DES  MOINES 

OKLAHOMA  CITY 

SSG  Richard  Meadows 

SGT  Jerry  L.  Jeffers 

SGT  Donald  E.  Helms 

SFC  Joseph  C.  Smith 

SSG  Richard  A.  Byrd 

SSG  Victor  Rodriguez-Torres 

HOUSTON 

SSG  Kenneth  M.  Atkinson 

SFC  Gustavo  A.  Castillo 

SFC  Jeffery  A.  Holsather 

SSG  Gregory  E.  Handy 

SGT  Earl  L.  Smith 

SFC  Lawrence  P.  Gillett 

SFC  Cecil  B.  Stephens 

SSG  Elfrado  Thomas 

SGT  Allan  S.D.  Connolly 

SFC  David  Nash 

SSG  Marvin  G.  Hukill 

JACKSON 

SSG  Barry  W.  Davis 

SFC  Johnell  Joseph 

PHOENIX 

JACKSONVILLE 

SGT  Samantha  L.  Truesdale 

SSG  Roger  A.  Artis 

SSG  Jarrett  E.  Halverson 

SSG  Eric  L.  Wilborn 

SGT  Richard  L.  Woods 

KANSAS  CITY 

SSG  Jose  A.  Castillo 

SFC  Robbie  G.  Thornsteinson 

SFC  Martin  D.  Otis 

LOS  ANGELES 

SSG  Guy  Gaswint 

SSG  Kenneth  L.  Appleby 

SSG  Michael  T.  Flores 

SFC  Marcus  Kyoung  Doo 

SSG  Mitchell  Hann 

MIAMI 

PITTSBURGH 

SGT  Neil  Walker 

SSG  Susie  Collins 

SSG  Enoel  Santiago 

SFC  Reginald  S.  Manning 

SFC  Jose  Marrero 

SSG  Right  A.  Ball 

SSG  Paul  Pratt 

PORTLAND 

SSG  Ismael  Tirado 

SGT  Stephen  L.  Coles 

SSG  Angel  Gonzalez 

RALEIGH 

SSG  Radames  Velazquez 

SSG  Christian  T.  Mebane 

MINNEAPOLIS 

SSG  Paul  A.  Luketich 

SSG  Anthony  M.  Briggs 

SSG  Leroy  D.  Hall 
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SACRAMENTO 

SSG  Donald  K.  Boes 
SFC  Richard  D.  Fletcher 
SSG  Rodney  C.  Campell 
SFC  Paul  D.  Taylor 
SAN  ANTONIO 
SSG  Rito  G.  Vallez 
SSG  Martin  Si!v- 
SSG  David  ; : ' 

SEA' 

Sr  . jUhew  Wiison 
pS  - Fred  A Elder 

SFC  Michael  A.  Keblish 
SSG  Paul  S.  Hoffine 
SSG  Richard  E.  Henning  Jr. 
SSG  Marvin  R.  Jordan 
SFC  Terry  B.  Mackebon 
SOUTHERN  CALIF. 

SSG  Jimmy  L.  Sanders 
SFC  Jon  T.  Alexander 
ST.  LOUIS 
SFC  Vaine  Caldwell 
TAMPA 

SFC  Alfred  Spencer 
SSG  Brian  Reese 
SSG  Shawn  Paradise 
SFC  James  D.  Henne 
SGT  Carl  E.  Bennett 
6TH  AMEDD 
SFC  Allan  G.  Lindsay 
SFC  Paul  M.  Johnson 


Gold  Badge 


ALBANY 

SSG  Jeffery  T.  Logan 
SFC  Mark  A.  George 
SSG  Alan  T.  Wilkins 
SSG  Howard  M.  Brown 
SSG  George  E.  Mitchell  III 
ATLANTA 

SFC  Darrell  Vanhaitsma 
SFC  Dominic  Morales 
SSG  Dwayne  Cheney 
SFC  Donald  Bradley 
BALTIMORE 
SSG  Bryant  E.  Teal 
SSG  Lee  A.  Perkins 
SFC  Robert  E.  Jackson 
CHICAGO 
SGT  Billy  S.  Herring 
CLEVELAND 
SGT  Mark  E.  Birdsill 
SGT  Steve  R.  Dantzler 
SSG  Steven  Lee 
SGT  Gregory  S.  Martin 


COLUMBIA 

SSG  Joseph  T.  Best  III 
SSG  Michael  Estrada 
SSG  Camille  S.  Cox 
SSG  Brian  A.  Hester 
SSG  David  A.  Roman 
COLUMBUS 
SGT  Isaac  Perry 
SSG  Vincent  A.  Lewis 
SSG  Timothy  G.  Arnold 
SGT  Brook  E.  Burcham 
SSG  Michael  Graham 
DALLAS 

SGT  Robert  V.  Taylor 
SSG  Alfred  D.  Coe 
SSG  Enrique  Cardenas-Ruiz 
SSG  Pershon  R.  Davis 
SSG  Edmund  Carlos 
SSG  Kenneth  A.  Swank 
SSG  Richard  D.  Ross 
SSG  Trint  J.  Conrad 
SFC  Cliff  Repicky 
SGT  Antonio  Mitchell 
SGT  Terry  L.  Sampson 
DENVER 

SGT  Mark  D.  Fortinberry 
SSG  Robert  D.  Williams 
DES  MOINES 
SGT  Louis  P.  Sadie 
SSG  Mark  E.  Verwers 
SGT  Brian  W.  Wright 
SSG  Allen  D.  Irwin 
SFC  Scott  A.  Firebaugh 
SGT  Gary  T.  Curran 
SSG  Patrick  W.  Collins 
SSG  Steven  E.  Butler 
SSG  David  L.  Baade 
SSG  William  T.  Millington 
SGT  Chad  A.  Muller 
SSG  Sybillina  Kelton 
HARRISBURG 
SSG  Richard  F.  Sheetz  Jr. 
SFC  Heiko  R.  Erbach 
SSG  Roger  D.  Pye 
SSG  Dean  C.  Lane 
SSG  Dale  F.  Davis  Jr. 
HOUSTON 
SSG  Brian  K.  Williams 
SGT  Christopher  E.  Berkley 
SFC  Brian  K.  Martinez 
SGT  Demetrius  R.  Pugh 
INDIANAPOLIS 
SSG  Chad  D.  Shaw 
SGT  William  K.  Marcum 
SSG  Thomas  P.  Banister 
SSG  Lawrence  A.  Moorman 


Salutes 


SGT  James  L.  Dixon 
SGT  David  W.  Chappell 
JACKSON 
SSG  Willie  F.  Larry  Jr. 
JACKSONVILLE 
SSG  William  Lucas 
SSG  Trent  Pettigrew 
SSG  Karen  Evans 
SSG  Rennie  Moore 
LOS  ANGELES 
SFC  Joseph  L.  Millard 
SSG  Richard  C.  Kreiberg 
SFC  Ronald  W.  Armes 
SSG  Alexander  W.  Klamt 
SSG  Monty  L.  Churchill 
SFC  Michael  A.  Bednarz 
SFC  Felipe  J.  Teal 
MIAMI 

SGT  Joel  Martinez 
SSG  Odalis  Delacruz 
SFC  Paulette  Richardson 
SFC  Miguel  Rosario 
MILWAUKEE 
SGT  Aaron  C.  Brooks 
SSG  Matthew  G.  Granberg 
MINNEAPOLIS 
SGT  Randall  J.  Mehlert 
SFC  Jeffrey  A.  Harvey 
SSG  Peter  A.  Maceachern 
SSG  Timothy  A.  Boehm 
SSG  Scott  R.  Wald 
SSG  Paul  A.  Senn 
MONTGOMERY 
SFC  Joseph  Kimbrough 
SSG  George  Wilson 
SGT  Michael  Melendez 
SGT  Joseph  Salisbury 
SSG  Teretha  Olds 
SSG  Patrick  Dorsey 
NASHVILLE 
SGT  Robert  Smith 
SSG  Kenneth  B.  Hill 
SSG  Donald  S.  Park 
SSG  Claudia  F.  Milton 
SSG  Synthia  C.  Dix 
SSG  Rose  M.  Williams 
NEW  ENGLAND 
SSG  Christopher  S.  Lambert 
SSG  Craig  A.  Rommelmeyer 
SGT  Scott  M.  Wilbur 
SGT  Neil  G.  Matlack 
SSG  Jimmie  Causer 
NEW  ORLEANS 
SGT  Johnny  Adams 
OKLAHOMA  CITY 
SGT  TimmLe  L.  Briscoe 


SGT  Eric  R.  Aschen 
SSG  Thomas  J.  Napieralski 
SSG  James  A.  Brossia  Jr. 
SSG  Darnell  Miles 
SGT  Sean  D.  Brown 
SSG  Jonathan  M.  Colburn 
PHOENIX 

SGT  Milton  P.  Kamala 
SGT  Danny  Eden 
PITTSBURGH 
SSG  Warren  A.  Stowell  Jr. 
SSG  William  F.  Shank 
PORTLAND 
SGT  Jason  B.  Eaton 
SGT  John  A.  Provencio 
SSG  Randall  L.  Lamberson 
SACRAMENTO 
SSG  James  K.  Bounos 
SSG  James  D.  Nichols 
SSG  Manuel  G.  Szasz 
SALT  LAKE  CITY 
SSG  Anthony  L.  Freda 
SSG  James  H.  Axline 
SSG  Oral  E.  Heimberger 
SSG  Daniel  J.  Wiebe 

SAN  ANTONIO 

SSG  Kenneth  N.  Braden 
SGT  Drew  A.  Echols 
SGT  Julius  W.  Price 
SFC  Jessie  J.  Pee 
SGT  Mario  G.  Guzman 
SFC  Challie  R.  Foster 
SFC  Kenneth  E.  Rankin 

SEATTLE 

SSG  Kenneth  D.  Carmickle 
SFC  Richard  A.  Caswell  Jr. 
SFC  Christopher  J.  Windham 
SGT  Thomas  W.  Rossiter 
SGT  Joseph  Hayward 
SOUTHERN  CALIF. 

SSG  Saul  Resendez 
SSG  Virgilio  B.  Flaviano 
SFC  Randolf  N.  Mose 
SFC  Bruce  Wilson 
SSG  Stacy  B.  Turner 
SFC  Jeffery  L.  Anderson 

ST.  LOUIS 

SGT  Gerald  J.  Martinez 

SYRACUSE 

SSG  Richard  Jean 

TAMPA 

SSG  Robert  L.  Pitt 
SSG  Francisco  Cervantes 
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RSM  September  97 

IslBrigade  2d  Brigade  3d  Brigade  5th  Brigade  6th  Brigade 

TOP  TEAM  MEMBER  (Recruiter) 


RA  SFC  DUBOIS,  L. 

SSG  FOGT,  K 

SSG  WILSON,  Y. 

SGT  SHIPPEY,  G. 

SGT  VAGASKY,  C. 

(BN)  (New  York  City) 

(Montgomery) 

SGT  HINES,  G. 

(Montgomery) 

(Cleveland) 

(Oklahoma  City) 

(Sacramento) 

USAR  SFC  COLE,  G. 

SSG  PARILLA,  C. 

SGT  HORTON,  J. 

SSG  WADKINS,  J. 

SSG  DAWSON,  J. 

(BN)  (Beckley) 

(Miami) 

(Columbus) 

(Des  Moines) 

(Portland) 

TOP  TEAM  (Station) 

LARGE  Lincoln  Center 

Rio  Piedras 

Columbus  West 

Baybrook 

Salinas 

(BN)  (New  York  City) 

(Miami) 

(Columbus) 

(Houston) 

(Sacramento) 

SMALL  Fordham  Road 

Tampa  South 

Xenia 

McKinney 

Daly  City 

(BN)  (New  York  City)  (Tampa) 

TOP  TEAM  (Company) 

San  Juan 
& 

Aguadilla 

(Miami) 

(Columbus) 

(Dallas) 

(Sacramento) 

AMEDD 

(HCRT)  Richmond 

Georgia 

Chicago 

Houston 

N.  California 
& 

Rocky  Mountain 

RO/FY  97-12  “Close  the  Loop!” 


Major  General,  USA 
Commanding 


1 . c,  USAREC  Reg  140-3,  para  4c  (3) 

2.  b,  USAREC  Reg  601-72  Chap  1-5 
(5) 

3.  b,  Update  USAREC  Reg  350-7, 
Chap  4-10 

4.  b,  AR  601-210,  2-20j  (3) 

5.  b,  USAREC  Pam  350-7,  para  6-15 


Answers  to  the  Test 

6.  c,  USAREC  Reg  350-6,  Appendix 
G-4 

7.  b,  USAREC  Reg  601-96, 
para  1-7  (b) 

8.  b,  AR  601-210,  para  2-1 0a  (2) 

9.  d,  USAREC  Pam  350-7,  6-1 1 

10.  a,  AR  601-210,  table  9-4, 


line  6c  (5) 

11.  c,  USAREC  Reg  350-6,  3-6, 
para  a & b 

12.  a,  USAREC  Reg  350-6,  3-1  la  & b 

13.  c,  STP21-1  SMCT,  page  331 

14.  a,  STP  21-1  SMCT,  page  525 

15.  c,  STP  21-1  SMCT,  page  15 
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